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‘wns, Find out why 


*~v.oF “many other dealers are making big profits 
and satisfying their customers by selling 


HOME COMFORT 


WARM AIR HEATERS 


IGHT now our dealers are having good business. Each day 

R finds a large increase in orders from all parts of the 
country. There are many reasons why. Let us tell you 
just a tew. 
HOME COMFORT WARM AIR HEATERS always were made 
GOOD, to comfortably heat homes. We have always kept them 
up-to-date regardless of expense. Each one sold has sold many 
others for us and our dealers, because of its remarkable per- 
formance for the user. 


Notice the construction of 


HOME COMFORT 
WARM AIR HEATERS 


They are made of STEEL. The combustion chamber 
consists of ONE PIECE of No. 8 Gauge Open Hearth 
Steel Plate. The head or top plate is ONE PIECE of 
No. 6 Gauge Steel which is one-quarter of an inch 
thick. There are no packed seams in the HOME 
COMFORT WARM AIR HEATERS. Its few seams 
are CLOSELY RIVETED together with HEAVY rivets, making 
them practically welded. This means strength, durability and 
assurance that no gas or smoke will escape into the warm air 
chamber. Notice the HOT BLAST feature which makes combus 
There are many other features which your trained 
HOME COMFORT WARM AIR HEATERS 
penetrates steel almost 
because of their large 





tion perfect. 
eye can pick out. 
are quick in operation because heat 
instantly. They are great in capacity 
radiating surface. 

They are simple in construction, economical in the use of fuel and 
they provide comfortable heat for many years. They will burn 
any kind of fuel satisfactorily. We want you to know more about 


the HOME COMFORT WARM AIR HEATERS. Our catalog 


contains full information. 


WRITE FOR OUR CATALOG TODAY 


WROUGHT IRON RANGE COMPANY 


_ 5661 Natural Bridge Avenue ST. LOUIS, MISSOURI 
Ee § 


Published Weekly. Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS. 48 and 49. 



























MAHONING 
HEATERS pee 


Sell Themselves 


Se many superior qualities are 
involved in MAHONING con- 
struction that to tell of one would 
slight others equally as important. 

No need to talk Mahoning qualities. 
Show your customer,—he will see it at a 
glance. 


wh 
We want good live dealers everywhere, Sees atte sarce 
aud offer a tempting proposition. piacein the Mahoning aystem. Note how the sdualesion state 


through the slots in the frepot causes combustion to take place 





7 fi all around the outside of the fire. The hottest part of the fame 
is in direct contact with the outside surface of the heater where 
A style and size or every purpose. the radiation of heat takes place. Only one of the features that 


have made the Mahoning famous from coast to coast. 


The MAHONING FOUNDRY CoO. 
YOUNGSTOWN, OHIO 


A Mammoth Plant With a Mammoth Production 
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TRAE NAME 


Real “FITTING FITTINGS” 





ATTA TATE 





VA Build Now \ 


| devends on 
Construction 


_ U.S. Dept. of Labor 
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\. Secretary 
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THE CHAIN SYSTEM of retail stores is about to be 
introduced into the hardware trade. 
been formed for this purpose. 


A company has 
It has 


The Chain , 
lade ak plenty of money and resources. Control 
s 
7 a of manufacture and Setelnatinn~teen 
Retailing. 


the raw material to the finished product 
in the hands of the customer—is relied upon to give 
the new company many formidable advantages over 
the individual retail hardware dealer. There is no 
denying that the news has had a depressing effect up- 
on scores of merchants. They fear that the chain 
system of stores will drive them out of business. 

At first thought, there appears to be reason for such 
fear. By means of price-cutting and even by selling 
below cost, some of the chain store systems have 
gained a footing in desirable localities. After thus 
displacing the independent dealer, they have raised 
their prices to about the same level at which the dealer 
had been selling goods prior to their invasion of his 
Their profits are thereby increased because 
are considerably lower than 


territory. 
their overhead expenses 
those of a single store. 
It is true that the chain system eliminates the in- 
competent retailer. But there is ample evidence that 
the progressive dealer can hold his own against the 
system. The hardware merchant who builds his busi- 
ness upon personal service in connection with stand- 
ardized commodities which are consistently advertised 
is on terms of friendship with his customers. He 
knows them as a neighbor. He fraternizes with them 
in local lodges and community associations. Whereas 
the clerks in the chain system store are merely sal- 
aried employes of a corporation whose officials are 
Their “thank you” is 
a rule laid down for 


strangers to the community. 

the mechanical observance of 
them in a cold, calculating manual of directions rather 
than the expression of genuine appreciation. They 
seldom remain long enough in the same store to win 
the friendship and good will of a number of regular 
customers. 

Another point to be considered is that the chain 
system of stores attempts gradually to foist its own 
private brands upon the buyers. This is successful, 
to a certain extent, in the grocery and cigar lines for 
the reason that there are hundreds of more or less 
obscure trade-marks in these lines and the public is 
not so critical as in the purchase of hardware. In 
these latter there are comparatively few well-known 
brands and substitution is quickly resented by the 
A Vaughan and Bushnell hammer, a Delta, 
or Heller Brothers file, a Disston or 


customer. 
or Nicholson, 


Lufkin rule, and a Bemis and Call 
wrench are as standard in the trade as a United States 


With 


such goods in stock—goods whose quality is rigorously 


Atkins saw, a 
Treasury note is in the currency of our country. 


maintained year after year—the retail hardware mer- 
chant who gives personal friendly service and who 
makes his window displays express the individuality 
of his store need have no apprehension concerning the 
competition of the chain store system in his neighbor- 
hood. 








SIGNIFICANT STATISTICS FROM Oklahoma show that 


the trading radius of the farmer has increased as a 


— , result of the use of automobiles. More 
adius o 
- : than four hundred farmers were asked 
armer Is -: : ‘ 
to tell how far they travel for hardware, 
Increasing. . ee a 
automobile accessories, lumber, musical 


instruments, furniture, books, dry goods, jewelry, and 
The replies, carefully tabulated and com- 
fact that Oklahoma farmers pos- 


clothing. 
pared, disclosed the f 
sessing automobiles went 34 miles, on an average, to 
Only 


25 per cent of the men’s clothing and 23 per cent of 


purchase the necessities and comforts of life. 


the women’s garments were bought in the home town. 

This change in the trading habits of the farmer re- 
quires a change in the merchandising methods of the 
retailer. It will no longer do to offer the farmer an 
inferior line of commodities when half an’ hour's drive 
will take him to a competing town whose dealer has 
a better stock of goods and makes a specialty of trade- 


marked articles and satisfying service. 





DIVISION BREEDS bistTRUST. The more sharply people 
are divided into cliques and self-centered groups the 


less likelihood is there of harmony with 


h , ; 
The Same relerence to things of common interest. 
in Hom :, . 

, ome In a right conception of Americanism, 

hop. . ; 
and Shop. there are no classes in this country 


Since we are the same human beings in shop and 
factory as well as on the street and in the home, we 
should not permit the artificial distinctions of business 
te separate us into classes of any kind. The things 
which we as a people have in common are overwhelm- 
ingly greater than our individual possessions. We 
shall make progress towards the solution of our prob- 
lems in the ratio according to which these facts em- 
and translate 
themselves into our Strikes, lock- 
outs, violénce, and all forms of lawlessness will dimin- 
ish in the proportion in which we achieve a perception 
Perhaps 


body themselves in our consciousness 


daily activities. 


and practice of our community of interests. 
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the foremost need of our day, ethically and commer- 
cially, is an understanding of this central fact. Manu- 
facturers, jobbers, retailers, and consumers are not in 
conflict when we put into practice this elementary 
truth of Americanism. The man who makes things, 
the man who sells them, and the man who buys them 
for use are really partners in production and distribu- 
tion. There is no reason why there should not be 
good feeling, genuine fellowship, service and coopera- 
tion between them. In this respect, the retail merchant 
can be of immense good to the community in which he 
lives, serving as intermediary and interpreter for the 
producing interest and establishing good-will between 
maker, seller, and consumer. He can benefit himself 
in so doing. When he carries only the best commodi- 
ties advertised under trustworthy trade-marks, he 
gives satisfaction to his customer and lessens to that 
extent the market for inferior goods. Quality and 
service thus are given wider scope and naturally hon- 
esty and good workmanship receive encouragement. 








TAKING ADVANTAGE OF unusual happenings to pro- 
mote one’s business is the mark of alertness which 
distinguishes the wide-awake retailer. 


A Mark of Kecently in Oak Park, Illinois, a sub- , 


urb of Chicago, a truck belonging to a 
neighboring bakery became unmanage- 
able and plunged into the plate glass window of the 
Nicholas Hardware The proprietor wasted 
no time in bemoaning the accident. Instead, he put 
his wits to work. The wreckage attracted passers-by. 
Out of curiosity, they lingered to examine the extent 
of the damage. The owner reasoned that it would 
be foolish to let so much attention go to waste. Ac- 
cordingly, he placed a big sign on a portion of the 
The placard bore this 


Alertness. 


Store. 


glass which remained intact. 
wording: “Our Windows and Prices So Attractive 
Folks Insist on Driving Right in. There’s a Reason 
Why.” Thus he turned a mishap into profit for his 


store. 





DENUNCIATION OF ERROR is not nearly so resultful 
as constructive education in the logic which offsets the 
wrong idea or doctrine. Just now there 
is a fallacy current in the ranks of labor 
working hours— 
decrease of 


Destroying 


A Fallacy. that a reduction of 


without corresponding 
wages—will redound to the benefit of employes by in- 
creasing the number of jobs and lessening the percent- 
age of unemployment throughout the country. This 
fallacy is the outcome of false economics. It flows 
from a misunderstanding of the relation of produc- 
tion to wages and prosperity. 

The truth is that the world has never produced 
more than it could consume of what we now regard 
as necessaries of life. Before the age of machinery 
and the factory system began with the invention of 
the steam engine, men did without clothes, the variety 
of foods and the housing accommodations most of 
them now enjoy. Increased production raised the 
standard of living and cheapened its cost as measured 
by what a day’s wages would buy. The ring frame, 
the mule, the power loom, the sewing machine and 
the cotton gin provided cheap clothing. The harvest- 
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er and other agricultural implements vastly increased 
the output of grain and bread. A man’s labor, sup- 
plemented by machinery, produced many times what 
his forefathers could turn out two centuries ago. 
Before power machines lifted the burden from the 
Lack of labor the world was always next door to fam- 
ine and living conditions were miserable outside of 
the tropics, where the white race could not thrive. \We 
owe almost everything to increased production; yet 
the radicals now demand a six-hour day, which would 
decrease production one-fourth to one-third. If labor 
thinks its share of what it produces is not large enough 
it might try cooperative production, which would 
demonstrate the justice of its claim. It can gain 
nothing by cutting down production. That 
mean higher prices and less to eat and drink and 
wear. A farmer or gardener, tilling his own land, 
would not think of working only six hours a day. 


would 








Two purposes Must be kept in mind in ad- 


vertising. The first is, the immediate sale of goods. 


7 The second is, preparation for the 
repare . ° 
hl an future. It is a threadbare truism that 
or The. +4: ip 
repetition makes reputation. The 
Future, one ‘ : 
millions of cells in the human brain are 


not sufficient to retain the memory of all the things 
that come and go in the life of the average citizen 
We forget the things we read in yesterday's paper 
There is no place in our recollection for ordinary 
events which transpired last year. Indeed, it is 
doubtful if we could give an accurate account with 
precise details of an unusual happening in which we 
took part a month ago. The nerve impressions which 
constitute the records of memory, fade out if they 
are not frequently renewed. That is why it is needful 
for the man of business to keep on flashing his name 
and goods into the eye and brain of prospective cus- 
tomers over and over again without ceasing. Adver- 
tising must have news value for immediate selling 
purposes and it must have an institutionalizing effect 
for the acquisition of permanent trade. There is no 
sense, therefore, in the plaint of the merchant or 
manufacturer who says that he is not getting returns 
from his publicity. It is not the fault of publicity. It 
is because he does not distinguish between the sale 
of the moment and the slow accumulation of the 
forces of good will in his behalf which is as inevitable 
a result of right publicity as warmth is an outcome of 


the sun’s rays. 








WHILE IT IS TRUE that the average hardware store 
no longer looks like the interior of a junk shop, there 
is still room for much improvement in 


ee te majority of cases. The first thought 
And the 

. of the owner should be so to arrange 
Article. 


the goods on his shelves as to make them 
easily visible to the customers who enter his store. 
More buying is done through the eye than through all 
the other senses put together. By bringing as many 
articles as possible within the vision of the prospective 
buyer, the ratio of desire is proportionately increased. 
The man or woman who comes in to buy one particular 
article is likely to buy others as well if the goods are 
attractively presented. 
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RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 


My friend J. C. Hoffstetter, Secretary and Treas- 
urer, Odin Stove Manufacturing Company, Erie, 
Pennsylvania, is a firm believer in the old adage that 
“the boy is father of the man.” He holds that the 
quality of our citizenship in the next generation is 
absolutely dependent upon the mental and bodily train- 
ing which we give to the boys of today. He is Presi- 
dent of the Boys’ Club of Erie, and is untiring in his 
efforts for the moral and physical welfare of its 
members. 

x * x 

Often in these columns I have expressed the opinion 
that we ought to keep our troubles to ourselves. | 
am, therefore, pleased to find support for my views in 
the following paragraph from the current bulletin 
of the Chicago Department of Health: 

“It is not good form, nor is it good sense to be 
telling others how badly you feel. Rather talk about 
It pays to think of health rather 
See 


how good you feel. 
than of disease. Take good care of your body. 
that it is properly clad and nourished and that it is 
kept clean; and don’t imagine when you hear of 
someone else being ill that you are going to have the 
same kind of sickness yourself.” 

* Ok Ok 


Confidence is essential to holding one’s customers 
in any business, says my friend, Martin Engelhart, the 
hardware man of Chicago, Illinois. He explains his 
assertion with the following conversation overheard 
in a restaurant : 

Customer—“Why don't you drive that cat away 
from the table, waiter?” 

Waiter—‘Well, you see, sir, stewed rabbit is on to- 
day, and the guv’nor says it gives the customers more 
confidence like to have the cat well in evidence on 
these days.” ° 


* * 


Sometimes a compromise is out of the question, de- 
clares my friend, O. W. Kothe of the St. Louis Tech- 
nical Institute, St. Louis, Missouri. He cites the case 
of a Welshman who sued a fellow countryman for a 
sum of money owing to him. Though the debtor re- 
peatedly offered to work off the debt, this did not ap- 
peal at all to the creditor. 

linally the judge asked the plaintiff why he was so 
unwilling to accept the debtor's offer to “work off the 
debt 7” 

“Well, you see, your honor,” was the reply, “the 
man’s an undertaker.” 


ke 
aK 


Self control is a big factor in a business. Polite- 
ness is one of the best means for its maintenance. It 
is doubtful, however, whether or not it is necessary 
to go to such extreme lengths in preserving it as the 
merchant did in this story told me by Frank Baackes, 
Vice-President, American Steel and Wire Company, 
Chicago, Illinois: 

“Sorry I gave you the wrong number,” said the 
polite telephone operator. “Don't mention it,” an- 
swered the man who has made up his mind not to lose 
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“I’m sure the number you gave me was 
Only it just 


his temper. 
much better than the one | asked for. 
happened | wasn't able to use it.” 


In the judgment of my friend Joseph G. Deericks, 
General Manager of Sales Pittsburgh Steel Company, 
Pennsylvania, accurate knowledge is a 
illustrates the 


Pittsburgh, 
prime essential of salesmanship. He 
statement with a story which an ex-governor of lowa 
tells of his experience at a New Jersey clambake. 

“| began my speech,” said the ex-governor, “by 
stating that I had been enjoying their low-necked 
clams. <A long-faced old codger across the table 
scowled and said in a stage whisper: ‘Little necks, 
not low necks.’ 

“[ paid no attention to him, but after dinner he 
followed me out of the hall. ‘You don't have many 
clams in lowa, I reckon,’ he said. 

“Well,” I replied, ‘we have some, but it’s a good 
way to water and in driving them across the country 
their feet get sore and they don't thrive very well.’ 
said he, ‘clams haven't any 
buttonholed 


“"“Why, man, alive,’ 
feet!’ Soon after that he 
friends. ‘Is that fellow governor of Iowa?’ he de- 
manded. “My friend admitted that | was. 

“Well, said the old fellow, ‘perhaps he may 
smart man enough for lowa, but he’s an awful fool 


one of my 


be a 


at the seashore.’ ’ 
x * x 

My friend, Frank I. Clark of Iver Johnson's Arm 
and Cycle Works, Fitchburg, Massachusetts, tells 
about a man who had become rich after many strug- 
gles. 

With tears of joy in his eyes he rushed to the wife 
of his bosom and told her the news. 

“We will move to a better house,” he finished, “and 
you, my dear, will be able to have some decent clothes 
at last.” 

“I'll do nothing of the sort!” 
“I'll get the same kind that other women are 


retorted the lady 
sharply. 


wearing. 


Many a vital project has been ruined by impetuos- 
ity. To be pattent and to work out one’s purpose 
steadfastly is a virtue often difficult of acquirement. 
We are accustomed to quick decisions and rapid ac 
tion. Nev 


ertheless, there are circumstances in which it is need- 


Business does not thrive upon dalliance. 


ful to go slowly and to make sure of every step. James 
Whitcomb Riley phrases this aspect of life in the tol 


lowing lines: 
Who Bides His Time. 


Who bides his time, and day by day 
Faces defeat full patiently, 

And lilts a mirthful roundelay, 
However poor his fortunes be, 

He will not fail in any qualm 
Of poverty—the paltry dime 

It will grow golden in his palm, 
Who bides his time. 


Who bides his time, and fevers not 

in the hot race that none achieves, 
Shall wear cool-wreathen laurel, wrouglit 

With crimson berries in the leaves ; 
And he shall reign a goodly king 

And sway his hand o'er every clime 
With peace writ on his signet ring 


Who bides his tine. 
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BRADFORD H. SWIFT. 





From the days of the sea-roving merchants of Tyre 
to the traders of Venice, and the shopkeepers of the 
time of Cagliostro and John Law’s Mississippi Bubble, 
the only rule which governed the bulk of business 
transactions was the old Latin phrase or its vernacu- 
lar equivalent caveat emptor—let the buyer beware. 
Chicanery was the common practice. The customer 
was the victim rather than the patron. Business in 
the modern sense of the term was as unknown as 
wireless telegraphy, gasolene, or incandescent lamps. 
sankers were merely money-brokers or lenders doing 
business from a bench in the marketplace. Indeed, 
our present-day word “bank” is traceable to the old 
word “banco” or bench, which constituted the office of 
the medieval bankers. It re- 


is the one who puts his friends and customers into the 
same classification, who makes good fellowship and 
1eciprocity forces in his Mr. Swift is 
achieving a gratifying measure of success because he 
is sincerely of the conviction that prosperity and gen- 
eral comfort are possible only through cordial rela- 
tions between all the groups constituting our nation. 
He does not believe in separating life into sections. 
It is the same human being who buys shears, who 
stands in pleasant ecstasy before a Corot landscape, 
who shouts himself hoarse at a ball game, who ex- 
changes garden seeds with neighbors, and who sits at 
the same table at a lodge banquet with the business 
man from whom he buys commodities. There is no 

reason why the friendship of 


business. 





quired hundreds of years for 
civilization to advance to a 
stage when men began to 
question the decency and 
righteousness of the ancient 
caveat emptor. In fact, the 
beginnings of international 
commerce as we understand it 
today can be traced to the 
radical change in the psychol- 
ogy of selling which present- 
ed the buyer under the aspect 
of patron rather than of dupe 
to be gulled by the knavery of 
the seller. Every step in the 
betterment of industry, every 
improvement in the commer- 
cial relation of the nations, 
and every mechanical better- 
ment have been accompanied 
by corresponding changes in 
the attitude of producers and 
distributors toward the 





con- 





) one phase of life should not 
be equally valid in business 
relations. This is the conten- 
tion of Mr. Swift and he has 
many pleasant experiences to 
prove its logic. 

Mr. Swift was born in De- 
troit, Michigan, March 21, 
1877, and received his educa- 
tion in the public schools of 
that city. The first position 
he held was with E. T. Bar- 
num Wire and Iron Works, 
Detroit, Michigan. After sev- 
eral years with that concern, 
he entered the employ of the ° 
Detroit White Lead Works in 
a clerical capacity, and later 
as traveling sales representa- 
tive. Subsequently he repre- 
sented Heath and Milligan, of 
Chicago, Illinois, in the Ohio 
territory. About fifteen years 








sumer. It may be said with 

much warrant of fact that we are now entering a 
stage of business in which the element of friendship 
is recognized as a natural and proper aid to further- 
ance of business. Therefore, there is not the slightest 
touch of strangeness or oddity in the statement of 
Bradford H. Swift, Secretary and Manager The 
Jackson Shear Company, Fremont, Ohio, that his 
customers are to him his dearest friends. 
simple and unaffected remark would have been the 
sheerest nonsense to the unscrupulous traders of a 
few generations ago. 

Today it is a commonplace truth in every great 
business establishment. The caveat emptor of olden 
days has been transformed into slogans of quality and 
service. The man who reaps-the greatest advantages 


Such a 





ago he came to the Jackson 
Shear Company, Fremont, Ohio. In 1909 he was 
made secretary and general manager of that company, 
and has since acted in that capacity. He is a member 
of the Loyal Legion, Masons, Elks, Toledo Club, and 
practically all of the local clubs and organizations of 
Fremont, Ohio. He helped organize the Manufac- 
turers’ Association of Sandusky County, Ohio, and 
for two years was its president. He has no particular 
fads and rides no special hobby. He is devoted to his 
family and is fond of the great outdoors. His great- 
est delight is meeting his customers, and winning 
their good will by the honesty of his product and the 
genuineness of his service. A double effect flows 
from such philosophy of action, namely, betterment of 
business and increase of personal values. 
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HALL OF FAME 





A. H. NICHOLS. 


A sharply defined personality, all of whose qualities 
are constantly in focus, is A. H. Nichols, Assistant- 
General Manager, Buhl Sons Company, Wholesale 
Hardware Iron and Steel, Detroit, Michigan. From 
the beginning of his business career, he has main- 
tained a strong individuality which has left its impress 
upon his every undertaking. He is dynamic and pos- 
itive. He gives more to his environment than he 
takes out of it. In other words, he is not merely a 
business mariager who assembles into a working unit 
the talents and efforts of other men. On the contrary, 
he matches their contribution to the activities of his 
department with values of his own initiative. \While 
possessing the power to visualize affairs from other 
people’s points of view, he is 
always master of his own out- 
look. Without abating the 
distinctiveness of his charac- 
ter, he is able to adjust him- 
self to the multiple variations 
of human nature in the carry- 
ing out of his plans. In this 
respect, he might even have 
succeeded in pleasing the Af- 
rican king who was dining in 
London during the days when 
Mrs. Langtry was at the 
height of her fame. The 
noted actress exerted all her 
gifts to win the approval of 
the dark-skinned 
and gained from him this trib- 
ute: “Madam, if only heaven 
had made you black and fat 
you would be 
The sheer intensity of the per- 
sonality of A. H. Nichols has 


monarch, 


irresistible.” 





ols derive a composite concept from such an edifice. 
They are able to envisage the intricate network of 
art, commerce, and industry symbolized and embodied 
in that collection of steel girders, bricks, marble, filing 
systems, ambitions, plans, barter, sale, romance, suc- 
cess, high hopes, and failure which constitutes the 
cosmos of a modern office building. 

Because he has foresight and the tenacity of pur- 
pose to carry things to successful issue, he has been 
largely instrumental in building up the Automobile Ac- 
cessories Branch of the National Hardward Associa- 
tion of the United States, during the past two years— 
the period in which he has been Chairman of this im- 
portant division of the hardware jobbers’ association 
When it is considered that au- 
tomobile accessories were 
looked upon as foreign to the 
established lines of the hard 
that it 


necessary to 


ware business, and 
was, therefore, 
run ahead of the times and 
forecast the numerous possi- 
bilities for profitable develop- 
ment, it can readily be under- 
stood that it required a man 
of more than common per- 
sistence to incorporate auto- 
into the 


mobile accessories 


hardware trade. This accom- 
plishment is due more to A 
Hf. Nichols than to any other 
one man or group of men in 
the hardware industry. He 
took a prominent part in the 
meeting of the Automobile 


Accessories Branch of the Na- 


7 


r 4 


hss 


tional Hardware Association 


of the United States during 





made it possible for him to 
win the approval of far more 
exacting judges without undergoing 
change of habit or manner. This is all the more re- 
markable in consideration of the fact that the average 
business man is profoundly modified by the prevail- 
ing influences of the trade in which he operates. The 
structural engineer thinks in terms of stresses and 
tensions, and naturally falls into the tendency to gage 
other matters by the familiar standards of his pro- 
fession. The banker instinctively estimates the inter- 
est-bearing factors of the office building which pre- 
sents itself to the mind of the structural engineer in 
entirely different word-forms. The hardware dealer 
thinks of it from the angle of its locks, nails, window- 
weights, and other articles of ironmongery used in 
its construction. But men of the type of A. H. Nich- 


any radical 


the October, 1919, convention 
of that body in Atlantic City, New Jersey. His labors 
received recognition from his associates, and he was 
elected to membership in the Executive Committee of 
the National Hardware Association of the United 
His selection for this position was not merely 


It was actuated by a desire on 


States. 
a graceful compliment. 
the part of the organization to avail itself of his clev- 
erness, accurate judgment, and virile personality. H 
draws men to him and wins their cooperation because 
he is always ready to do more than his share. In this 
fact is contained the power of the man. He does not 
stop to measure his contribution to any project against 
that of others, but gives freely of his talent and ex- 
perience. Thereby, he gets ample joy out of life and 


enlarges his capacity for achievement. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








TREASURY DEPARTMENT PROPOUNDS 
SOME SIGNIFICANT QUESTIONS. 


Instead a lot of generalizations which touch no one 
in particular, the United States Treasury’ Department 
propounds a sequence of questions upon the high cost 
of living which brings the remedy home to every in- 
dividual citizen. The questions should be given the 
widest possible circulation. They are as follows: 

Do you know the young fellow who works for $25 
a week and who is wearing a new winter suit that cost 
S85? 

Do you know the wage earner who loafs because 
he is afraid if he does too much he'll “work himself 
out of a job’? 

Do you know the housewife who is ashamed to 
be seen with a market basket on her arm or to carry 
home a brown paper bundle? 

Do you know the manufacturer who, when the price 
of raw materials and overhead goes up 5 per cent and 
the cost of labor advances an equal amount, adds 
twenty-five per cent to the price of his goods? 

Do you know the factory girl working for $18 a 
week who is buying and wearing a $350 fur coat? 

Do you know the man who lets a fresh clerk sneer 
him into buying a $15 hat for fear he'll seem “cheap” 
when he can buy a satisfactory one for $7? 

Do you know the investor who has traded his Lib- 
erty Bonds for a promise of a hundred per cent profit 
in a stock company backed by a dishonest promoter ? 

Do you know the married couple who do not think 
enough of their children to buy War Savings Stamps 
for them and to teach them to save? 

Do you know the shopper who says “Wrap it up” 
instead of “How much”? 

Do you know the person who lets the desire of the 
moment destroy the results of days and weeks of 
thrift and saving? 

Do you know the man who thinks it is not necessary 
to save? 

1X0 you know the man who says that the govern- 
ment savings securities, Liberty Bonds, War Savings 
Stamps and Treasury Savings Certificates are too slow 
or too small or too old fashioned for his investments ? 

If you do, you know pretty well what is the matter 
with the United States. 

oo 


PUBLISHES HANDY REPAIR CHART. 


Nothing can exceed the satisfaction to stove owners 
than quick and efficient service in furnishing repairs 
for their heaters. Also, proper and quick delivery 
on warm air heater repairs is a good way of gaining 
the confidence. of The Northwestern 
Stove Repair Company, Chicago, Illinois, materially 


purchasers. 


assists dealers and installers to order quickly any 


part of a warm air heater or stove. A chart published 
by this company is so arranged that in a very short 
ascertained and 


time the required repair can be 


ordered by number. This chart can be hung up on 
the wall and be readily referred to whenever needed. 
An adequate description accompanies each part, stat- 
ing the sizes in stock. It is claimed that the North- 
western Stove Repair Company has the largest stock of 
repairs for stoves and heating apparatus in-the world 
Quick deliveries and precision in filling orders are 
assured. Dealers, installers, and others handling stove 
repairs will be adding to their efficiency if*they send 
for a copy of the chart described above, which will 
be sent upon inquiry to the Northwestern Stove Repair 
Company, 654 West Roosevelt Road, Chicago, Illinois. 
-~eoo 

AMERICAN GAS STOVES AND WATER 

HEATERS ARE IN DEMAND IN 


VALPARAISO, CHILE. 





According to an official report of United States 
Consul Carl F. Deichman, stationed at Valparaiso, 
Chile, American gas stoves and water heaters are in 
demand in that prosperous city. He says in Com- 
merce Reports: 

The most popular brand of gas stove in Valparaiso 
is one manufactured by a Chicago company, and a 
close second in popularity is the product of a New 
York factory. An American water heater is also the 
most popular in its line. Other American makes of 
gas ranges and water heaters are found in the local 
market. 

The most popular American gas stove retails in 
Valparaiso at from $66 to $102 United States cur- 
rency, according to model, all with four burners. A 
still larger model with four large’ burners, one small 
and one oven, sells for about $190. Another American 
range with four large and one small burners and two 
ovens brings about $131. Another American make 
provides a small range with three burners at $40 and 
a larger with four burners at $86. British competi- 
tors of the above sell at lower prices. One which is not 
widely used is priced at $87, while another with three 
burners and an oven sells at $49. The same, with a~ 
small stove and oven, costs $25 

Water heaters for bathrooms, made by an American 
company, sell at $60, while an automatic heater re- 
tails at $130. Other American appliances of this 
kind sell at about $55. In this line there is competi- 
tion from a number of British makes and one French. 
The latter, of a fancy design and made largely of 
copper, retails at Sto9.50. The various British makes 
range from $77 down to $31. 

Gas heaters for heating rooms have also been in- 
troduced here, but do not seem to meet with favor. 
Recently a trial order has been placed for American 
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gas-heating stoves, and it is hoped to increase their 
use by the public. Oil stoves for heating have been 
still less successful. 

A certain handicap has been put on the local sale 
of gas and oil stoves by the fact that their packing 
by the shippers has not always been of the best. Three 
firms in Valparaiso make a specialty of gas stoves and 
ranges, and all three handle the American as well as 
the British makes. 

A list of the three firms mentioned may be obtained 
from the Bureau of Foreign and Domestic Commerce, 
or its district and cooperative offices, by referring to 
file No. 126547. 


EXTRACTS MOST HEAT FROM GAS. 





Illustrated herewith is a product of unusual utility 
manufactured by the American Beauty Stove Com- 
pany, Erie. 
Pennsylvania. 
The Gas Grate 





depicted here- 
with is made 
of a high grade 
of cast iron. 
Durability is 
its salient feature. The burners are designed to 
extract the highest possible heat from the amount 
of gas consumed. There is no wastage experienced 
when this gas grate is used, declare the makers. The 
valves are tight fitting and easily manipulated. The 
sturdiness of the legs of this article will uphold un- 
As can be seen in the illustration, 





Gas Grate, Made by the American Beauty 
Stove Company, Erie, Pennsylvania. 


common weights. 
the heating space is big and is made to accommodate 
large cooking vessels. Complete details, prices, etc., 
can be obtained upon application to the American 
leauty Stove Company, Erie, Pennsylvania. 





4 
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SECURES PATENT FOR RANGE. 


James H. Dean, Chicago, Illinois, assignor to Cole 
Manufacturing Company, Chicago, Illinois, a corpor- 
ation, has obtained United States patent rights, under 
1,320,743, range described in the 


following : 


number for a 

A range of the character de- 
scribed comprising a body having 
a fire box, a raised oven heating 
chamber, a smoke flue connected 
to said oven heating chamber 





«| 

r and having a pipe connecting 

r a - directly with the range body, a 

Aas “4 secondary combustion chamber 
between the fire box and_ the 
| 5 320.743 ? raised oven heating chamber, 








yess? and valve mechanism whereby 
~ the fuel gases may be caused to 
pass either directly from the fire box to the smoke 
flue or through the secondary combustion chamber 


and the oven heating chamber to the smoke flue. 


” 


ISSUES ARTISTIC STOVE CATALOGUE. 





We think in pictures. Words are clear or obscure 


to us in proportion as they suggest distinct or blurred 


images to the brain. That is why a well illustrated 
catalogue, such as the one issued by Odin Stove Man- 
ufacturing Company, Erie, Pennsylvania, is so satis- 
fying to the dealer who wants to get an idea of the 
line of gas heating and cooking appliances made by 
this company. The catalogue is printed upon super- 
calendered paper of a sheer white which brings out 
with graphic force every detail of the illustrations. 
The verbal descriptions of the various articles listed 
in this catalogue are in keeping with the clarity of the 
illustrations. They are brief, simple, and adequate. 
Copies of this excellent catalogue together with the 
firm's terms to dealers may be obtained by addressing 
Odin Stove Manufacturing Company, Erie, Pennsyl- 
vania. 





ORNAMENTAL DESIGN FOR A STOVE IS 
PATENTED BY MICHIGAN MAN. 


United States patent rights have been granted to 
Nik Rozyk, 


54,129, for an ornamental design for 


Dowagiac, Michigan, under number 
The patent is granted for 
a term of seven years. The design is : 
shown in the accompanying illustra- ee hee 
A 


tions, giving the front and side view. a" 


a stove. 





y¥ WD) 


[| 
bad 


() « 





A study of these illustrations will dis- 











close the many places in which the 





design may be worked out in nickel 
plated or other bright finishes. Since 





























the days of Benjamin [ranklin, the 


stove industry of America has always 





sought to combine beauty with serv- 
ice in its products. A review of the 
numerous ornamental designs in con- 
nection with heating stoves and cook- 
ing stoves during the past hundred 
years would be instructive to present 
day artisans as well as an inspiration 
to constant endeavor for the improve 
There 


no doubt that the legitimate 





ment of their craftsmanship. 


can be 






embraces everything § { 


‘ {ammrr] 


04,129. 


scope of art 
and 





which ministers to the comfort 


well-being of the people. In a true 
sense, a beautifully made and orna 
mented stove is a work of art as truly pleasing in its 
proper environment as the picture of a landscape or the 
reproduction of a sunset in an art gallery. If culture 
were exclusively an affair of the museums and uni 
versities, the majority of the people would be in the 
outer darkness of ignorance. Tl ortunately, however, 
the instinct for pleasing designs and artistic forms 
finds expression in the things of daily use, and thus 
life is enriched and art becomes the handmaiden of 
industry. 
~~ 


SHOULD LOOK ON ALL SIDES. 


Take nothing for granted. Vind out. Make sure 
that you are on the right path then forge ahead with 
a steady pace. In journeying toward your goal you 
should take time to look around for obstacles lest 


you 


stumble and fall. 
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OIL STOVES AND GASOLENE STOVES ARE 
ATTRACTIVELY DESCRIBED IN 
NEW CATALOGUE. 


Entering upon their thirty-ninth year of produc- 
tion, George M. Clark and Company, Division Ameri- 
can Stove Company, Chicago, Illinois, present to the 
trade a perfected line of oil and gasolene stoves in 
their catalogue number 108 just issued for the year 
1920. It is printed on book plate paper and ten of 
the pages are in three colors, which give a highly 
realistic effect to the illustrations. In addition to the 
stoves listed and described, the catalogue also contains 
illustrations and explanations of double coil circulat- 
ing kerosene oil water heaters, oil laundry stove, 
Clark Jewel oil heaters, gasolene blow torches, warfle 
iron for use on a gasolene stove, and various sizes of 
Peerless ovens. The catalogue is thoroughly indexed. 
On the last page are shown four advertising cuts 
which are furnished free to dealers. Besides these 
electrotypes for newspaper advertising, the company 
is prepared to furnish circulars printed in colors, 
signs for walls or windows, lantern slides, and win- 
dow cards. A copy of this comprehensive catalogue 
may be obtained by dealers who write for it to George 
M. Clark and Company, Division American Stove 
Company, 179 North Michigan Avenue, Chicago, 
Illinois. 


~~ we 


SECURES PATENT ON AN ORNAMENTAL 
DESIGN FOR A GAS AND COAL 
COMBINATION STOVE. 





Under number 54,080, United States patent rights 
have been granted to Clarence R. Graham, Newark, 
Catifornia, for an 

s ornamental design for 
a combination gas 
' and coal stove shown 
in the accompanying 
illustration. The term 

of the patent is seven 
The design is 
distinctive, 




















ated years. 
simple, 
artistic. It is 














and 
generally 
that the 
of commodities such as this combined gas and coal 
stove has a great deal to do with their salé to the 


recognized 
appearance 


customer. Excellence of material and careful work- 
manship are, of course, the most important elements 
in the efficient operation of the stove. Their mer- 
chandising value, however, is enhanced by attractive 


design in the finished product. 


antine 


MUST WORK AND SAVE IN ORDER TO 
BRING DOWN HIGH COSTS. 





Work and saving are vital to a prosperous America, 
according to the Federal Reserve Board, which pre- 
side over the financial destinies of the United States. 
The Reserve Board takes the position that no tinker- 
ing with the financial structure of the country, that 
no artificial manipulation of currency can help the 


United States to reach a normal level of economic 
prosperity. ; 

The board took the position that the Nation as a 
whole can not now afford to relax the economies 
practiced during the war. The Federal Reserve 
soard statement made in a letter to the Senate Com- 
mittee on Banking and Currency in response to 
inquiries as to the relation of the volume of currency 
to the high cost of living, followed closely the argu- 
ments which have prompted the Government to con- 
tinue its campaign for thrift and saving through the 
sale of Thrift Stamps, War Savings Stamps, and 
Treasury Savings Certificates. 

“The Federal Reserve Board would suggest,”” wrote 
Gov. W. P. G. Harding, “that whether viewed from 
an economic or financial standpoint the remedy for the 
present situation is the same, namely, to work and to 
save; to work regularly and efficiently in order to 
produce and distribute the largest possible volume of 
commodities and to exercise reasonable economies in 
order that money, goods, and services may be devoted 
primarily to the liquidation of debt and to the satis- 
faction of the demand for necessities, rather than to 
indulge in extravagances or the gratification of a de- 
sire for luxuries. 

“The war is over—in a military sense—and while 
the bills have been settled by loans to the Government 
these obligations, so far as they are carried by the 
banks, must be absorbed before the war chapter of the 
financial history of the country can be closed.” 

This statement of the Reserve Board makes it clear 
that the time for buying and holding Liberty Bonds 
and other Government securities has not gone by and 
that patriotic Americans must continue savings and 


investing in order to insure continued prosperity. 
——_ + + — 


ASSIGNS PATENT FOR ORNAMENTAL 
DESIGN OF A STOVE OR RANGE. 


United States patent rights for an ornamental design 
of a stove or range have been acquired by Thomas 
Kk. Taylor, Mansfield, Ohio, 
assignor to the Eclipse 
Stove Company, a corpora- 
tion of Mansfield, Ohio. 
The patent is given for a 
term of seven years under 
number 54,148. The de- 
sign, which is shown in the 
accompanying illustration, 
appears to be free from 
superfluity of details, thus 





rendering the stove or range to which it is applied 
less liable to the accumulation of dust and waste 
It appears to be easy to clean and 
keep in good order. At the same time, it does not 
depart so radically from conventional models as to 
necessitate special equipment for its manufacture. 
This is a commendable feature of the design. 

Strength of character consists of two things: power 
of will and power of self-restraint. It requires two 
things, therefore, for its existence: strong feelings 
and strong command over them.—Robertson. 


from cooking. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 42 to 47 inclusive. 








The Campbell Glass and Paint Company, Kansas 
City, Missouri, has been capitalized at $450,000. 

The Bridgeport Hardware Manufacturing Com- 
pany, Bridgeport, Connecticut, contemplates a_ plant 
addition to cost $10,000. 

The Star Cutlery Company, Newark, New Jersey, 
has been incorporated to manufacture cutlery, metal 
goods, etc., with $50,000 capital. 

The North Buffalo Hardware Foundry Company, 
743 Hertel Avenue, Buffalo, New York, has had plans 
drawn for a foundry, 32x60 feet. 

The Fones Brothers Hardware Company, 115 North 
Main Street, Little Rock, Arkansas, will start con- 
struction of a new five story building. 


The Lobl Manufacturing Company, Middleboro, 


\lassachusetts, has been incorporated to make cutlery 
with $250,000 capital by Lobl, Fred L. 
Bowman, and Simon C. Pilshaw. 


Frederick 


a ——EEE 


CLEVER WOMAN ADDRESSES HARDWARE 
CLUB OF CHICAGO AT NOON 
LUNCHEON MEETING. 


That we live in a changing world marked by the 
blurring out of sharply defined prejudices was evi- 
denced at the noon luncheon meeting of the Hardware 
Club of Chicago, November 11, 1919. An unusually 
large number of the members of that organization 
were in attendance to listen to an address by Mrs. 
Laura Hoffman, General Sales Counsel of the Bush- 
Terminal Sales Corporation of New York City. She 
made a pleasing impression upon the gathering when 
introduced by the newly elected President of the Club, 
Allan J. Coleman. Possessed of a vigorous person- 
ality in which the purely feminine is subordinated to 
her intellectual cleverness without being transmuted 
into a mannish ways, she carried conviction to her 
hearers by the force of ideas. She explained that her 
mission and that of Mr. Taylor, her associate from 
the same corporation, is to spread the doctrine of 
cooperation among manufacturers and jobbers. She 
said that they came to Chicago not only to educate 
but to be educated. She frankly declared that the 
place to educate New Yorkers is in the West, and that 
she and her associates wanted to take the West back 
to New York with them—the spirit of the West, its 
liberality, its high ideals, its ambitions, and the per- 
sistent courage of its enterprise. Using the facts and 
experience of the Bush Terminal Sales Corporation 
as an example of what can be done by cooperation, 


she showed the advantages which would accrue to 
the Chicago manufacturers by centralizing their dis- 
tribution in a single building offering time-saving 
opportunities both to domestic and foreign buyers. 


a> 


SEVENTY-FIVE MILLIMETER SHELL IS 
RECEIVED AS A SOUVENIR BY 
AMERICAN ARTISAN. 





With full allowance to all other agencies, there is a 
large measure of truth in the assertion that the war in 
Mili 


tary experts are agreed that the marvelous efficiency 


l<urope was won by the factories of America. 


to which the factory system of United States has been 
developed made it possible to turn out ammunition in 
such enormous amounts as to overwhelm the enemy 
by the sheer force of quantity. One of the highly 


organized manufacturers who consecrated much of 
their productive skill and capacity upon this phase of 
the war is the American Can Company, New York 
City. Tremendous numbers of seventy-five millimeter 
high explosive shells were made by this Company for 
the American fighting forces. Through the courtesy 
of Charles Stollberg, who is in charge of all manufac- 
ture for the American Can Company, a complete sev- 
enty-five millimeter high explosive shell has been re 
ceived by AMERICAN ARTISAN AND HARDWARE RECORD 
as a souvenir. It measures 25% inches in length by 
3'4 inches in diameter. The shell portion is solid 
brass and fortunately for the tranquillity of mind of 
It isa 


vrim souvenir and at the same time a reminder and 


our staff is innocent of all explosive contents. 


lesson to us that preparedness is the price of peace. 
— oe 


GOVERNMENT COMPLETES PLANS FOR 
CENSUS OF MANUFACTURERS. 


Special effort is being put forth to make the manu 


facturers section of the approaching Fourteenth 


Wecennial Census the most complete and comprehen- 
sive inventory of the Nation’s manufacturing estab 
lishments ever taken, according to officials of the 
Bureau of the Census, Washington, D. C., who have 
this work in charge. 

The schedules which will be used in tabulating the 
information about the country’s industrial resources 
have already been prepared and printed. These sched 
ules will be mailed to every manufacturing establish 
ment in the United States during the month of Decem 
her so that factory owners and managers can familiar- 
ize themselves in advance with the questions to be 
answered when the records of the past year’s business 
relate to the 


have been compiled The questions 


calendar year 1919. 
In 1914, the 


vear the last manufacturers census 


was taken, about 275,000 manufacturing establis! 
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ments were listed by the Census Bureau. This time 
more than 300,000 establishments will be sent sched- 
ules. In addition to this it is expected that about 
50,000 mines and quarries will also be reported. 

The inquiries relating to manufacturers, as specified 
by the Act of Congress providing for the Census, 
include the name and location of each manufacturing 
establishment; character of organization, whether 
individual, corporate or other form; character of busi- 
ness or kind of goods manufactured; amount of capi- 
tal actually invested; number of proprietors, firm 
members, copartners and officers, together with the 
amount of their salaries; number of employees and 
amount of their wages; quantity and cost of materials 
used in each establishment; quantity and value of 
products; principal miscellaneous expenses; time in 
operation during the year; character and quantity of 
power used; and character and number of machines 
employed. 

The questions as outlined above will be covered by 
the general schedule which every establishment will 
receive. In addition to this a supplemental schedule 
will be sent to the 68 principal industries as classified 
by the Census Bureau. This supplemental schedule 
will allow detailed statistics of output to be set forth 
under the heading “products manufactured.” 

The census of manufactures is limited to manu- 
facturing establishments with an annual product of at 
least $500 conducted under what is known as the 
factory system, exclusive of the so-called neighbor- 
hood, household and hand industries. However, no 
establishment is too small to be counted by the govern- 
ment if it comes within the definition of a manufactur 
ing establishment. 

Census bureau officials emphasize the fact that all 
information gathered by the census is strictly confiden- 
tial, made so by Act of Congress, and is for general 
statistical purposes only. The same is true of the 
censuses of population, agriculture, mines and quar- 
ries, oil and gas wells and forestry and forest products. 

Many startling figures are expected to be shown 
hy the approaching compilation inasmuch as the in- 
dustries of the country were for the most part in a 
subnormal condition in 1914, the year the last manu- 


factures census was taken. 
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WORLD USE IS STAMP OF APPROVAL. 


A community might make a mistake and usé a poor 
product. But when the same product is used in many 
countries of the world it has passed repeated tests of 
efficiency. Its 
machine 


utility and 
screw products 
are now being used in all 


parts of the world, says the 





. : ~ ~ : Screw Machine Products, Made 
Corbin Screw Corporation’by the Corbin Screw Corpo- 


(American Hardware Cor- "#*!o™ New SGritain, Con- 
This is a strong endorsement of 
the quality of the products of this corporation. All in- 


dividual specifications, no matter how exacting, will be 


poration, Successor. ) 


satisfactorily handled, says the Corbin Screw Corpor- 
ation. Quotations will be furnished by them on re- 
ceipt of samples or blue prints. Any information re- 


garding details can be had by addressing the Corbin 


November 15, 1919. 


Serew Corporation (American Hardware Corporation, 
Successor), New Britain, Connecticut. 
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SUGGESTS LEATHER SUBSTITUTE FOR 
BACKING DISPLAY CASES. 


In up-to-date hardware stores, the custom is to dis- 
play hardware on felt covered panels back of glass. 
The stock of the items displayed is in shelves behind 
the panels. The customer sees the article he wants 
through the glass and the clerk can get it out of stock 
in a minute. 

Felt for covering display panels is extremely high 
priced and it will fade in service so that if it is de- 
sired to change around the articles displayed on panels 
the parts which these articles protected from the light 
will be noticeably different in shade and show clearly 
the outlines of the original display. 

A leather substitute which is much cheaper is now 
used to replace this felt. It is obtainable in dark 
green or other suitable colors. It does not fade. In 
It serves every 
A medium 


addition, it is dustproof and washable. 
purpose quite as well and better than felt. 
heavy weight is recommended. 


a 


CUTS DOWN COST OF HANDLING GOODS. 





Steam, electric, and hand power elevators of every 
description are made by the Kimball Brothers Com- 
pany, 1031 Ninth Street, Council Bluffs, Iowa. An 
interchangeable hand elevator, which is easily con- 
nected to electricity, is illustrated herewith. This ele- 
vator is designed to lift 1,500 pounds. It is suitable 














Elevator Manufactured by the Kimball Brothers Company, 


Council Bluffs, lowa. 


for retail stores, small warehouses, etc. On the elec- 
trically equipped elevators an automatic control can be 
furnished which stops the elevator on any floor de- 
sired. Correspondence will be gladly entered into with 























November 15,1919. AMERICAN ARTISAN AND HARDWARE RECORD 27 


interested persons concerning any phase of the ele- 
vators manufactured by the Kimball Brothers Com- 


pany. 


ip 


WINDOW DISPLAY COMPETITION IS 
MEANS OF COMPARING SALES VALUE 
OF ARRANGEMENTS. 





That well-arranged window displays increase sales 
is a proved fact. But just how much each individual! 
demonstration is worth, is a matter of conjecture, 
unless accurately checked by data. 
\Vouldn’t you like to know in dollars and cents what 
a window arrangement nets you? Wouldn't you like 


comparative 


to know what goods are more advantageously dis- 
played? This 
can be accurately done if the plan given herewith is 


Indeed, you would; and you should. 


followed : 

Take from your stock any line of goods you want 
to test in a window display. For clearness, it is best 
io display a single line. Isolate the products you are 
going to display. List them. Make up your window 
display in as neat and attractive a manner as you can. 
Place price cards on each article. Then keep an ac- 
curate record of every piece of goods sold due to the 
window demonstration. At the end of the week look 
over your list and compute the amount of goods sold 
yn this line. Estimate your profit, divide by the num- 
ber of days the display has been in the window, and 
you have, as a result, the actual earning power of 
your window for each day of the week. You will also 
find, if this method is continued, that the more ef- 
fective your display, the greater will be your sales. 
Take a photograph of one of the displays which you 
think has distinctive sales force as compared with 
your previous arrangements. Enter it in the Window 
Display Competition of AMERICAN ARTISAN AND 
HARDWARE Recorp. Compare its value with that of 
other retailers’ displays. This contest is open to all 
hardware dealers and merchants of allied trades and 
their clerks. Appended herewith are the simple rules 
governing entry: 

Award of Prizes. 
The prizes will be awarded as follows: 


First prize, $50.00 in cash, for the best photograph 
ad description received of window display of hard- 
ware or kindred lines; 

Second prize, $25.00 in cash, for the photograph 
and description second in merit ; 

Third prize, $15.00 in cash, for the photograph and 
description third in order of excellence ; 

Fourth prize, $10.00 in cash, for the photograph 
and description fourth in degree of worthiness. 


Conditions of Competition. 

The conditions of the competition are as follows: 

The photograph must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. The description is important and 
hence should be adequate. These photographs and de- 
scriptions may be sent by mail or express, charges 
Prepaid, and must reach this office not later than Feb- 
Tuary 2, 1920. Address all photographs and descrip- 
tions to AMERICAN ARTISAN AND Harpware REcorp 


Window Display Competition, 620 South Michigan 
Avenue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put in a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed. One of them will be an expert window 
dresser and one an experienced hardware man. This 
Committee will pass upon the merits of all photo- 
graphs and descriptions received, without knowing 
the names or addresses of the senders, and will decide 
the winners of the Competition. 

AMERICAN ARTISAN HARDWARE REcorD re- 
serves the right to publish all photographs and de- 
scriptions submitted. 


AND 


~~oe- 


MANUFACTURES HIGH GRADE TOOLS. 


Over half a century’s experience goes into the 
manufacture of tools by Heller Brothers Company, 
Newark, New Jersey. Rasps, files and far- 
the list of 
the 
of the manufacturers of these high grade 


riers’ tools are among goods 


made by them. It is constant aim 
products to keep up the reputation of their 
wares. Besides a national reputation, these 
products have an established prestige abroad. 
In connection with the manufacture of tools 
this company produces a special refined clay 
tool steel by a 
Crucible or tool 


plest process and takes its name from the 


crucible patented process. 


steel is the oldest and sim- 


Ws 


BOC 


methods employed in its manufacture. Owing 
to the high cost of production, the method is 
now used principally for making high-grade 


tool steel. 


> 
= 
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The elasticity of crucible steel makes it of 
use in many places where no other steel could 
be safely used. The process for the making 
of this particular grade of steel has under- 
gone but little change. But the Heller Broth- 
ers Company have a patented process by which 
they produce crucible tool steel. Their process 
is a decided improvement over that of the old 





method. A more reliable product is manufac- 
tured. Especial grades and temperings are 
: on made for the various tools of their manufac- 
e . . . . 
—_ ture. The workmanship entering into this 
ufac- r 5 2 B 
tured patented process of crucible steel is of the 
by the g 2 é 7 i 
Heller highest skill. Consequently, there is no varia- 
Brothers _ 7 : , é ; 
Com- tion in the grades. Each bar is as reliable as 
pany, 


Newark, any other. Uniformity of quality is assured. 
New ¢ . : 

Jersey. Dependency can be placed upon tools made 

the type produced by the 


steel 


from crucible steel of 


Heller 
in the manufacture of all tools sold by the lfeller 


Brothers Company. Crucible is used 


\ communication addressed to 
New Jersey, 


Brothers Company. 
the Heller Brothers Company, Newark, 
concerning any of their tools or steel products is sure 


to have prompt and satisfactory reply 
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AUGMENTS CAPACITY OF ITS PLANT. 


An institution which may well serve as a model to 
other manufacturers is the establishment of the Irv- 
ington Manufacturing Company, at Irvington, New 
Jersey, on the outskirts of Newark. It is constantly 
kept in line with progress. The plant is equipped with 
all modern necessary machinery, and everything is of 
the best that money and ingenuity can produce. The 
Irvington Manufacturing Company has made many 
increases in the capacity of its plant at Irvington, 
New Jersey, and is now installing a new power sys- 
The 
Due 
to its intelligent management, the different depart- 
The Irvington 


tem which will take care of all its industries. 
Company employs almost four hundred persons. 


ments are all in good running order. 
Manufacturing Company makes one of the largest 
lines of tools of all kinds produced by any one firm 
in America. Among the goods of its manufacture 
are glass cutters, glass strippers and hammers, glass 
tube cutters, glass snippers for trimming plate glass, 
wall scrapers, putty knives, paper hangers’ shears, 
box chisels and strap cutter, nail pullers and 
openers, steel pliers of all kinds, shoe makers’ pincers, 


box 


combination cutting pliers and nut wrenches, wire 
fence tools, grips and clamps, linemen’s tools, elec- 
tricians’ boring machines and cable saws, hack saws, 
tinners’ snips, hand feed and automatic feed chain 
drills, miter boxes, augers, expansive bits, screw 
drivers, nail sets, saw vises, slaters’ hammers, ice 
tongs, water motors, etc. An illustrated catalogue of 
its tools and hardware specialties can be obtained by 
dealers by writing to the Irvington Manufacturing 


Company, Irvington, New Jersey. 


o> 


PATENTS SHOT-SHELL. 





Under number 1,320,754, United States 
rights have been granted to Julian S. Gravely, New 


Haven, Connecticut, assignor to Winchester Repeat- 


patent 


ing Arms Company, New Haven, Connecticut, for 
shot-shell described herewith : 

‘As a new article of manu- 
facture, a paper tube for use 
in the manufacture of paper 
shot-shells, consisting of a 


plurality of coils of paper 
separated by co-extensive in- 


terposed coils of a non-hygro- 





scopic adhesive film which 
the of the 
together and consolidates them and makes the tube 


binds coils paper 
resistant to moisture, the said film containing poly- 


merized Chinese wood oil. 


——~- = ——— 


IS OF UNUSUAL QUALITY. 


The quality of material and workmanship entering 
into the manufacture of its tools, make it a line distinct 
from all others, says the Bemis and Call Hardware 
and Tool Company, Springfield, Massachusetts. _ II- 
lustrated herewith is a wrench of their manufacture. 
It is said to be the standard wrench of this style. The 


sliding jaw is steel, drop forged. This wrench is 


provided with a full bearing on the frame when open 
to its widest capacity. All parts of this wrench are 


exchangeable ; and great care is used in their harden- 
ing. 


Equal care and precision are exercised in the 





Improved Adjustable ‘‘S’’ Nut Wrench, Made by the Bemis and 
Call Hardware and Tool Company, Springfield, Massachusetts. 

manufacture of the extensive line of wrenches pro- 
Hardware and Tool 
An inquiry to 


duced by the Bemis and Call 
Company, Springfield, Massachusetts. 
them regarding their tools will receive prompt atten- 


tion. 
sndibtiita isthe iis 


ARE YOU EATING YOUR SALARY? 


Does your stomach know too much about your finan- 
cial affairs ? 

oes your stomach constantly claim a larger pro- 
portion of your income? 

There is a man in Pittsburgh who never let his 
stomach know that he got more than $8 a week. He 
started on that salary and he found that he could live 
on it, When he got 
his first raise in pay he saved the raise. He did like- 
It was only a matter of a few 


This was years ago, of course. 


wise with the second. 
years until he was able to buy a piece of real estate. 
A couple of more years and he bought his own home. 

He owns enough property now, which bears him 
income, so that he does not have to earn his living by 
labor. 

The matter of eating is something on which most 
of us frequently slip up. More money, probably, is 
allowed to slip by on too lavish and too expensive 
meals than in any other way, by the man on the small 
or moderate salary. This overeating—for it really is 
that—costs money that otherwise might be saved and 
it harms the digestion. 

There may be people who carry such an idea to an 
extreme. But, nevertheless, the stomach is deserving 
of considerate treatment, since it can, by refusing to 
function properly, cause misery and incapacity. 

It would be mighty profitable for any man to pass 
a luxurious meal for a good, plain meal and put the 
difference into Thrift Stamps. The Thrift Stamp has 
a lasting value, while the unnecessary delicacy is for- 
gotten as soon as consumed unless it be remembered 
vears later in an attack of acute indigestion. 

The Pittsburgh man has the right idea. 
being pretty well fixed financially, he has a good con- 
stitution and health that will permit him the fullest 


Jesides 


enjoyment of his leisure. 
“*e- 


HAS EFFECT ON BUSINESS. 


Pessimism is bad for the liver. The liver in the 
course of the physiological action of the body infln- 
ences the brain—when in a pessimistic mood for th 
worse. The brain is a necessary factor in business 
Optimism acts on the liver, ultimately on the brain 


an invigorating manner. Take your choice. 
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IS GUARANTEED FOR FIVE YEARS. 





A five-year guarantee goes with the sale of its 
wringers, states the Lovell Manufacturing Company, 
Erie, Pennsylvania, makers of Anchor Brand Wring- 
ers. These wringers are all equipped with steel ball 

> a3 bearings. The 
dl cogs are pro- 
tected so that 
children can- 
not get their 
fingers caught 
in them. No 
grease can drip 
from any of 
the working 
parts onto the 
clothes. The 
bearings are 





“Guaranteed” Anchor Brand Wringer, Made U 11 0 bstructed 
by the Lovell Manufacturing Company, 

Erie, Pennsylvania. and can be 
quickly oiled and cleaned. A high grade of rubber is 
used in the manufacture of the rollers contained in 
these wringers. Electro-galvanizing of the threaded 
screws prevents rusting. An assorted variety of 
wringers are produced by the Lovell Manufacturing 
Company, Erie, Pennsylvania. Descriptive literature 
and other desirable information may be obtained by 


addressing them. 


<+-fino 
~-@eo 


PROTECTS HIS CONSUMERS. 





When someone makes mention of the term “busi- 
ness man,” what do you picture in your mind—a 
stern, gruff man whose only object is the wringing of 
dollars from the community, or do you perceive one 
of the necessary figures in the affairs of the nation— 
a man who protects his consumers in their dealings 
The latter is the description of the majority of Amer- 
ican business men; therefore, the true estimate. 

a : 
OPPORTUNITIES FOR FOREIGN TRADE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

31160—Representation is desired by a man in Turkey of 
manufacturers and exporters of nails, hardware, and iron 
and steel manufactures. References. 

31162.—A firm in Italy desires to purchase and secure 
an agency for the sale of metal casters, drawer handles, 
locks for furniture, and general goods especially related to 
wood and furniture lines. Correspondence should be in 
Italian or French. References. 

31164.—A trading company in England desires to secure 
agencies for the sale of bolts and nuts, iron and brass 
screws, wire nails, horseshoe nails, wire netting, tee and butt 
hinges, bar and sheet iron, and many other hardware lines. 
Quotations should be given c. i. f. Liverpool or Bristol. 
References. 


_ 31167.—Representation is desired by a man in France 
tor the sale of nails, steel tubing and wire. Correspondence 
may be in English. 

_  _31181.—The representative in the United States of a firm 
in Italy desires to make connections with agricultural ma- 
chinery manufacturers with a view to securing an agency 
for pumps, tractors, plows, harrows, seeding machines, en- 
gines, windmills, harvesting machines, hay presses, dairy 
machinery, etc. References. 


_  31183.—A merchant in Argentina desires to purchase iron 
in bars, construction materials, copper wire, hardware in 
general, and will also accept commissions, shipments and 
agencies. References. ; 

31185.—A commercial agent in Colombia desires to se- 
cure an agency for the sale of agricultural implements and 
machinery, paints, etc. References. 

41196.—A_ business man in Spain desires to purchase 
hardware and tools. Quotations should be given c. i. f. 
Spanish port. Payment preferably by irrevocable credit in 
any Spanish bank. Correspondence may be in English. 
Reference. 

31198.—A commercial agent in France desires to secure 
an agency for cutlery. Correspondence should be in French. 

31202—An_ engineer who has organized agencies for 
trade in the Balkans desires to be placed in touch with 
manufacturers or corporations desiring to promote trade 
with those countries, and requests catalogues, price lists, and 
samples for exhibit in his showrooms, which have been 
opened for display of American goods. He would also like 
to get in touch with some leading bank desiring to establish 
commercial and banking operations. References. 

31207.—A company in Greece desires to secure agencies 
from manufacturers for the sale of iron concrete reinforce- 
ment bars; structural and shipbuilding iron and steel; plain 
and galvanized soft-steel sheets; corrugated-iron sheets; 
steel, iron and copper pipes, and steel ropes and wires. 
References. 

31208.—An agency is desired by a firm in Belgium for 
the sale of automobile accessories. Quotations should be 
given c. i. f. Ghent or Antwerp. Payment by draft on 
Belgian bank on receipt of goods. Correspondence should be 
in French. References. 

31209.—A company in England desires to secure agencies 
for the sale of electric vacuum cleaners and all kinds of 
labor-saving devices for the home. Quotations should be 
given c. i. f. English port or f. 0. b. New York. References. 

31212.—A commercial merchant in Cuba desires to secure 
the representation of manufacturers for the sale of enamel 
ware, hardware, etc. References. 

31213.—An agency is desired by a man in Italy for the 
sale in Sicily of tools, etc. Correspondence may be in Eng- 
lish.. References. 

31217.—Representation is desired by a man in France 
for propellers for detachable parts and new appliances for 


automobiles and bicycles. Correspondence should be in 
French. 
31232.—An American who has been a traveling salesman 


in Europe for several years is in the United States and 
desires to secure an agency for the sale in central Euro- 
pean countries of stoves, radiators, instantaneous gas water 
heaters, household utensils and furnishings, agricultural im- 
plements, etc. References. 

31234.—An agency is desired by a commercial agent from 
Australia who is soon to be in the United States, for hard- 
ware, aluminum goods, tools, etc. He also desires to repre 
sent an American export and import commission house in 
Australia. References. 

31235.—A manufacturers’ representative in Spain desires 
to secure an agency for the sale of hardware, etc. Corre- 
spondence should be in Spanish. References. 

+e- - 


COMING CONVENTIONS. 


Accessories Branch of the National Hard 
Hotel Sherman, Chicago, Illinois. Decem- 
H. Nichols, Chairman, Detroit, Michi 


Automobile 
ware Association. 
ber 8 and 9, 1919. A. 
gan. 

Oklahoma Hardware and Implement Association, Okla 
homa City, Oklahoma, December 9, 10, and 11, 1919. W. B 
Porch, Secretary, Oklahoma City, Oklahoma. 
Pacific Northwest Hardware and Implement 

Davenport Hotel, Spokane, Washington, January 20, 
FE. Lucas, Secretary, Hutton Building, 


Indiana Retail Hardware Association, Athenaeum Hall, 
Indianapolis, Indiana, January 27, 28, 29, and 30, 1920. Ex- 
hibit in same hall. G. F. Sheely, Secretary, Argos, Indiana. 

Oregon Retail Hardware and Implement Dealers’ Asso- 
ciation, Imperial Hotel, Portland, Oregon, January 27, 28, 2 
and 30, 1920. E. E. Lucas, Secretary, Hutton Building, Spo- 
kane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
the Armory, Louisville, Kentucky, January 28, 29, 30, and 31, 


Associa 


tion. 
21, 22 and 23, 1920. F. 
Spokane, Washington. 
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1924. Hardware, Implement, and Vehicle exhibit. J. M. 


Stone, Secretary, Sturgis, Kentucky. 

Nebraska Retail Hardware Association, Lincoln, Nebras- 
ka, February 3, 4, 5, 6, 1920. Nathan Roberts, Secretary, Lin- 
coln, Nebraska. 

Wisconsin Retail 
Wisconsin, February 4, 


Association, Milwaukee, 
1920. P. J. Jacobs, Secre- 


Hardware 
5, and 6, 


tary, Stevens Point, Wisconsin. 

lowa Retail Hardware Association, Auditorium, Des 
Moines, lowa, February 10, 11, 12 and 13, 1920. A. R. Sale, 
Secretary, Mason City, lowa. 

Michigan Retail Hardware Association, Hotel Pantlind, 
Grand Rapids, Michigan, February’ 10, 11, 12 and 14, 1920. 
Exhibit in Furniture Exhibition Building. Arthur J. Scott, 


Marine City, Michigan. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Bellevue Stratford Hotel, Philadelphia, Pennsylvania. 
February 10, 11, 12, and 13, 1920. Exhibition in Philadelphia 
Commercial Museum. Sharon E. Jones, Secretary, 1514 Ful- 
ton Building, Pittsburgh, Pennsylvania. 

North Dakota Retail Hardware Association, Grand 
Forks, North Dakota, February 11, 12 and 13, 1920. Hard- 
ware exhibit in Grand Forks Municipal Auditorium. C. N. 
tarnes, Secretary, Grand Forks, North Dakota. 

Illinois Retail Hardware Association, Hotel Sherman, 
Chicago, Illinois, February 17, 18, and 19, 1920. Exhibit in 
connection. Leon D. Nish, Secretary, Elgin, Illinois. 

Minnesota Retail Hardware Association, St. Paul Audi- 
torium, St. Paul, Minnesota, February 17, 18, 19 and 20, 1920. 
H. O. Roberts, Secretary, 1030 Metropolitan Life Building, 
Minneapolis, Minnesota. 

New York State Retail Hardware 
daga Hotel, Syracuse, New York, February 17, 
1920. Exhibition in State Armory. John B. 
tary, 607 City Bank Building, New York City. 

Missouri Retail Hardware Association, St. Joseph Audi- 
torium, St. Joseph, Missouri, February 17, 18, and 19, 1920. 
F. X. Becherer, Secretary, 5136 North Broadway, St. Louis, 
Missouri. 

New England Hardware Dealers’ Association, Mechan- 
ics’ Building, Boston, Massachusetts, February 23, 24, and 25, 
1920. George A. Fiel, Secretary, 10 High Street, Boston. 
Massachusetts. 

South Dakota Retail Hardware Association, 
South Dakota, February 24, 25, 26, and 27, 1920. 
connection. H. O. Roberts, Secretary, Metropolitan 
Building, Minneapolis, Minnesota, 

Ohio Hardware Association, 
Ohio, February 24, 25, 26 and 27, 
Secretary, Dayton, Ohio. 

Michigan Sheet Metal Contractors’ Association, Saginaw, 


Secretary, 


Association, Onon- 
18, 19 and 20, 
Foley, Secre- 


Sioux Falls, 
Exhibit in 
Life 


Gibson, Cincinnati, 
James B. Carson, 


Hotel 
1920. 


Michigan, March 2, 3, and 4, 1920. F. E. Ederle, Secretary, 
Grand Rapids, Michigan. 

Stove Founders’ National Defense Association, Boston, 
Massachusetts, May 11, 1920. R. W. Sloan, Secretary, &26 


Connell Building, Scranton, Pennsylvania. 

Old Guard Southern Hardware Salesmen’s Association, 
Marlborough-Blenheim Hotel, Atlantic City, New Jersey, 
May 12, 1920. R. P. Boyd, Secretary, Knoxville, Tennessee. 

Southern Hardware Jobbers’ Association, Marlborough- 
Blenheim Hotel, Atlantic City, New Jersey, May 11, 12, 13, 
and 14, 1920. John Donnan, Secretary, Richmond, Virginia. 

American Hardware Manufacturers’ Association, Marl- 
borough-Blenheim Hotel, Atlantic City, New Jersey, May 1], 


12, 13, and 14, 1920. F. D. Mitchell, Secretary, 4106 Wool- 
worth Building, New York City. 
National Association of Stove Manufacturers, Boston, 


Robert S. Wood, Sec 


Massachusetts, May 12 and 13, 1920. 
New York. 


retary, National State Bank Building, Troy, 


++ 
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RETAIL HARDWARE DOINGS. 





Arkansas. 
The Kidd Bossinger Hardware Company, 
will add a large warehouse to its property. 
Georgia. 
Van Devander will open a hardware store at Cor- 


Little Rock, 


E. P. 
dele. 
Kansas. 
B. Price has sold his hardware business at Marysville 
to Robertson and Chandler. 
C. W. Raymond and Son have sold their hardware busi- 
ness and buildings at Bucklin to J. W. Brown. 
Sampsen and Schnieder have sold their hardware stock 
at Elmdale to C. F. Campbell, who will continue the business. 
The Steele Hardware Company at Williamsburg, has 
finished moving its stock to the property recently purchased 
from Anthony and Clark. 
Kentucky. 
The McLean County Hardware Company 
has increased its capital from $10,000 to $20,000, 


at Calhoun 


Illinois. 

The Greenup Hardware Company at Greenup has been 
incorporated with a capital of $10,000, by M. M. James, W. 
B. Garret, and W. W. Rothrock. 

O. E. Dey of Bunker Hill has sold his hardware business 
» Alvin Jacobi. 

lowa. 
H. Saxton has purchased a hardware store at Clarinda. 
T. M. Hamilton has opened a hardware store at Goodell. 
Michigan. 

I. M. Shepard and Son have purchased the hardware 
business of K. Mathews and Son at Alba. 

The Peninsular Hardware Company at Highland Park 
has been incorporated with a capital of $5,000, by Leo Mich- 


elson, Harry Mellen, and Maurice Dreifuss. 
Minnesota. 
Eben Freeman has purchased a hardware and imple- 


ment business at Adrian. 

H. M. Griffin has sold 3 hardware business at Marietta 
to Willis Hertzeber and P. Larson. 

Charles Loeslie and john Schultz have purchased the 
hardware business of E. O. and O. J. Huset at Radium. 

The Baron Hardware Company will open their business 
to the public at St. Cloud. 

Robert Brown and Archie Patridge will open a hardware 
business at Vernon Center. 

B. F. King has sold his hardware business at Austin to 
G. W. Mundt. 

Peter Braun will open a hardware business at Elrosa. 

Thomas A. Cecka has purchased C. M. Daleider’s hard- 
ware business at Lonsdale. 

Taylor-Beardsley, hardware dealers at Morristown, have 
been succeeded by Beardsley and Schwartz. 

Missouri. 

S. R. Carrier sold his interest in the hardware business 
of Webb and Carrier at Osaka to J. Manning. 

The S. S. Dooley Hardware and Supply Company has 
been incorporated at St. Louis, with a capital of $2,000, by 
Samuel G. Dooley, Edward Kohn ad Henry Kohn. 

L. R. Beyer has sold his stock of hardware at Hartville 
to Frank Pope of Norwood. 

Nebraska. 

J. J. Wagner will be succeeded by his son E. 
in the hardware business at Araphoe. 

J. O. McClain has purchased the hardware business of 
H. E. Pankomin. 

The Bristol and Company, hardware, has been incorpo- 
rated at Tobias with a capital of $25,000. 


C. Waner 


Harry Simon succeeded Frank Simon in the hardware 
business at Falls City. 
L. H. Whan has purchased the Plymouth Hardware 


Company at Plymouth. 
Ohio. 

The Fahrney-Martindale Hardware Company at 239 
Court Street, Hamilton, has been opened to the public. 

The Ivan Williams cycle business at Zanesville has been 
sold to O. F. Seitzer and Carl Green, and will go under the 
name of The Sweitzer Cycle and Hardware Company. 

Oklahoma. 

H. L. House and Son have been succeeded in the hard- 
ware business at Bristow by Ford Brothers and Porta. 

E. W. and Lloyd Ford, and A. F. Perta of Depew, have 
purchased the hardware store of H. L. House and Son at 
Bristow. 

The hardware store formerly operated under the name 
of Gearhard Brothers and Alder at Blackwell has been pur- 
chased entirely by the Gearhard Brothers, and will hereaite 
be known as the Gearhard Brothers Hardware Company. 

Tennesse. 


The Norton Hardware Company at 
creased its capital from $10,000 to $50,000, 

The Tazewell Hardware Company at Tazewell has been 
incorporated with a capital of $10,000, by J. L. Goin, Brucek 
Keene, Jr., S. H. Douglass, and J. W. Green. 

Texas. 

The Davenport Hardware Company has been incorpo- 
rated at Ranger with a capital of $80,000, by John Eby, A. 
Davenport, T. B. Russell, and J. E. Raborn. 

Wisconsin. 

Henry Ramthun has purchased the Rimmel 
Store at Kewskum. 

Edward Johnson has sold his hardware business at Rib 
Lake to a Mr. Aronld. 

E. C. Williams, proprietor of the Pioneer 
Store at Waupaca, sold his business to H. V. 
3en Paterson. 

The Moore Brothers’ hardware store at Viroqua has been 
purchased by William Webb and Son. 

Strong and Manley will erect a new hardware store at 
Eagle River. 

Bert Garthwate of Bloomington bought the 
store of Ned Nelson at Mount Hope. 

J. F. Price and George Martin have purchased the lhard- 
ware business of Weber Brothers at Oconomowoc. 


Knoxville has in 


Hardware 


Hardware 


Nelson and 


hardware 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 
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Hopper Hardware Company, Bowling Green, Ohio, 
was sure to gain the attention of autoists reading the 
Daily Sentinel Tribune, Bowling Green, Ohio, whose 
wind shields were broken at the time of the appearance 
of its advertisement, reproduced herewith from that 
paper. The arrangement of the copy, with the words 
“Wind Shield” in display type and plenty of white 
space on all sides, is impressive and emphatic. How- 
ever, the announcement of the appearance of an ex- 
hibit of washing machines and oil stoves at the Wood 


Wind 
Shields 


Let us put in a new Windshickt 





Glass for you. Wo make a specialty 


of fitting them. Give us a trial. 


See our Display of Washing Mu- | 
chines and Oil ‘Stoves at the Wood 


County Pair. 


22D D> GCC 


Hopper Hardware Go. 


== 





County Fair might be overlooked by those reading 
the advertisement for the purpose of securing a wind 
shield. Those who might be interested in the display 
would not notice the announcement of it because it 
appears under the heading of “Wind Shields.” These 
words have no connection with the announcement of 
the exhibit. Bold-faced and larger type ought to have 
been used to gain the attention of those interested only 
in the display at the fair. 
* * * 

That cooking of the highest grade can be done with 
a fireless cooker is what the appearance of the smil- 
ing chef portrays standing alongside of the cooker. 
The advertisement of the Neudorff Hardware Com- 
pany, appearing in the St. Joseph News Press, St. 
Joseph, Missouri, is well worded to create a desire 
to investigate the claims of economy and efficiency of 
the fireless cooker in question. The elimination of 
fire in cooking is, to the average person, an impossi- 
bility. And this calls for the most assuring and con- 
Vincing sort of advertising. The matter of material 
used in construction is not a vital necessity in an ad- 
vertisement of this kind. It is the general principle 


which counts. “It is claimed,” ponders the reader. 


“that this utensil will save me time and fuel and will 


produce better results than ordinarily. Now, how 





“Nothing can bring you peace but yourself —Self-Reliance, Fmerson 

\ 

if every household knew how Eco- 
nomically and how Perfectly this 


FIRELESS 
COOKER 


does the cooking—a!ll would have 

one. Heating the soapstone disks 

20 minutes saves 4% hours and 40 
- minutes’ use of gas. besides the 
; saving of all the food vaiue, in ad- 
dition furnishing tenderness and 
flavor not possible otherwis« So 
you see it is no expense of munvey, 
time nor food to operate one The 
Chef {s lined throughout with heavy 
aluminum and has heavy aluminum 
vessels. 

Price is very reasonaDle also. 


. Neudorff 
Seaeetaces et sc Co. 


114 SOUTH FOURTH STREET 
Member Retail Merchants Assn. 











Rail and Auto Fares Rebatea 








rr eee 





much will it cost?’ This should be answered. The 
determining factor in the purchase of time and labor 
saving devices is the price. 

cs * * 

Housewives, as a very general rule, are always on 
the lookout for improvements in the art of cooking. 
This may be deduced from the fact that, to a large 
extent, it is in the pleasing of the gastronomic desires 


Steam of the family that 
Cookers 


Four compartments, . r 
made of extra heavy tiscment ol 
polished tin, cooks % 
four vegetables over , 
one burner Saves 
time and fuel. 


$1.75 


she derives her 
prestige. The lay- 
out of the adver- 
th - 


Morgan’s 





Sons Hardware 
Company 


Wilkes-b arre, 


Canning racks, jar lifters, jelly |’ennsylvania, re- 
wtrainers, etc. everything for the ’ 
canning season. produced _ here- 

with from the 
Times Leader, 


Wilkes-Barre, 
Pennsylvania, is 
The state- 





good. 
ment of the article at the head in large, bold-faced 
type and, after a brief description, in smaller type, the 
appearance of the price in correspondingly large typ 
are proof that some advertisers do take into consid 
eration the workings of the human brain. Price, es 
pecially in articles of this character is, naturally, the 
most essential feature. Interest could be added to this 
advertisement in the way of setting out more plain! 
the economical values of the commodity. The sentence 


fuel” 


time and would be more effective if 


placed immediately under the heading and in large 


“Saves 


type than used. 








32 


AMERICAN ARTISAN AND HARDWARE RECORD November 15, 1919. 











EXPLAINS NEED OF STOPPING HEAT 
LOSSES DUE TO DEFECTIVE 
CHIMNEYS AND DRAFTS. 


Writing on the subject of Chimneys and Chimney 
Draft in a recent issue of the Heating and Ventilating 
Magazine, William T. Harms brings out many inter- 
esting facts relative to heat losses due to improper 
chimney draft. This article evolved from the discus- 
sjon evoked by a paper on the subject read at a meet- 
ing of the Michigan Chapter of the American Society 
of Heating and Ventilating Engineers. Describing 
the lack of practical knowledge of the subject of heat- 
ing and ventilating on the part of brick masons and 
its detrimental result, Mr. Harms declares: ‘There 
age many brick masons who assume that any hole in 
a brick wall constitutes a chimney. They do not 
realize the importance of a tight flue, straight and of 
ample area. Yet there is scarcely anything so im- 
portant in a building for the attainment of an eco- 
nomical operation of a heating plant as a correctly- 
designed and constructed chimney. 

“The importance of this statement may be readily 
understood when it is realized that with a good draft 
it is entirely possible to burn small sizes of anthracite 
or bituminous coal satisfactorily, which, of course, 
means a corresponding saving in cost over the large 
sizes. Without a strong draft these small coals can 
not be burned without a great loss due largely to 
imperfect combustion, and also because it is necessary 
to burn a portion of the coal for the express purpose 
of heating up the chimney and thus augmenting the 
draft. This, of course represents a complete loss 
as far as heating the house is concerned. Excessive 
draft is not encountered very often and when it is, it 
can readily be controlled by dampers. Poor draft 
usually can not be remedied very readily as it is largely 
* due to some faulty construction.” 

After depicting several of the many difficulties ex- 
perienced by the heating contractor due to defective 
chimneys, and which, in a great measure, determine 
the ultimate utility of his work, Mr. Harms con- 
tinues: “The unfortunate feature of the situation is 
that he (the heating contractor) is usually called upon 
to guarantee the performance of the apparatus in- 
stalled and many times he is obliged to prove that 
some other artisan is to blame when he fails to meet 
the performance specified because of the lack of draft. 
Therefore, it behooves the careful heating contractor 
to be on his job when the chimney is being built, or at 
least to examine carefully the construction, and if 
possible, to take readings with a draft gage, as this will 
in many cases avoid disagreeable consequences.” 

No doubt this is a phase of the warm air heating in- 
dustry often neglected by heating contractors and in- 


HEATING AND VENTILATING 





—,- 








stallers. Its importance, however, can not be slighted. 
Satisfied customers are the best foundation upon 
which to build a flourishing and a gainful business. 
To satisfy customers retailers and installers must see 
to it that the warm air heaters they install are up to 
the mark in every detail in order to insure the best 
advantages from the use of this product. 


oat 


STEALS A WARM AIR HEATER AS THE 
FIRE IS STILL BURNING IN IT. 





That warm air heaters are rapidly growing in pop- 
ularity is evidenced in a somewhat startling manner 
by the purloining in Chicago, Illinois, of a warm air 
heater as the fire was still burning in it. Sunday 
afternoon, November 9, Edwin Valzenaai, 3915 Ken- 
neth Avenue, installed a warm air heater in a build- 
ing which he owns at the corner of Kildare and 
George Streets, Chicago. He connected all the pipes 
and built a fire in the heater. About four o’clock p. m. 
he went home to get a shaker for the heater. When 
he returned, the warm air heater with all its pipes 
was missing. During his absence, thieves had broken 
into the building and carried it away. From the point 
of view of ethics and property rights their action was 
extremely reprehensible. But they exhibited a keen 
sense of values in taking so precious a commodity as 


a perfectly up-to-date warm air heating equipment. 
+++ 


CONSTRUCTS ANOTHER BUILDING FOR 
STORING ENAMELED CASTINGS. 


The carrying out of plans which will result in one 
of the most modern enameling plants in the Eastern 
part of the country is well under way by the Coopera- 
tive Foundry Company, Rochester, New York. The 
Company has already started on a plant one story 
high by 65x125 feet, and will begin with two. enam- 
eling furnaces. Preparations have been completed 
for another building, 145x45 feet, which is to be used 
for the storage of enameled castings, and for the pur- 
pose of making shipments of such enameled castings. 
The buildings are to be constructed of concrete and 
Ample provision is made for rendering them 
These enlargements of its 


iron. 
fire-proof in every detail. 
present producing capacity are to be effected in order 
to provide for the great increase of business which 
the excellent quality of its products and the intelligent 
character of its service have brought to the Coopera- 
tive Foundry Company, Rochester, New York. 
sini 


SUDDEN CHILLING OF AIR IN ROOM IS 
HARMFUL TO HEALTH. 


To bring about relief from bad air in a highly 
heated room by allowing a sudden on-rush of cold air, 
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is dangerous. This applies especially to systems of 
heating without any direct means of ventilation. Cold 
air can not immediately be combined with warm air 
in a room. A sudden on-rush of air into a room 
drives out much of the warm air already contained in 
that room. A room can only hold a certain amount of 
air. If more is let into it, a displacement of the air 
already contained in the room takes place. When cold 
air is let into the room it displaces the warm air already 
in the room. The room quickly becomes cold. The 
dangers to which the occupants of the room are ex- 
posed are too lengthy to mention. It is a logical se- 
quence, then, that the best method of cold-weather 
ventilation is one that combines fresh air with heat. 
A decidedly further improvement is added when 
proper humidity is included in the combination. A 
perfect system of heating and ventilation must em- 


body the three. 
~*eo- 


EXPLAINS NEED OF STOPPING HEAT 
LOSSES TO ECONOMIZE FUEL. 


With the likelihood of a coal shortage and a prob- 
able increase in the price of this fuel, it is of more 
than common urgency that measures be taken to de- 
rive the utmost values from the warm air heating 
system during the coming winter. An improperly 
constructed house permits heat losses which are a 
needless drain upon the coal pile, and, consequently 
upon the income of the householder. By showing him 
how to cut down such losses and, therefore, to econo- 
mize fuel, the dealer or installer of warm air heaters 
can do a service to his customer and increase the good 
will upon which the expansion of his business de- 
pends. 


\ thoughtful article on this subject by E. C. Molby 
in the Heating and Ventilating Magazine points out 
the necessity of storm sashes and doors in cold cli- 
mates. He says that a liberal use of weather strips. 
mortar, cement, storm windows, and the stoppage of 
heat losses around cornices, gables, and porches will 
greatly contribute to the maintenance of fuel econ- 
omy. He insists upon the importance of a correctly 
designed and rightly proportioned chimney in the 
efficient functioning of a warm air heating system. 

aE 


WILL TREAT COAL’ SPECIFICATIONS 
FROM BUYING AND SELLING SIDE. 


The subject of the purchase of coal on specifications 
from the point of view of the buyer will be discussed 
by John Howatt at the joint meeting of the Illinois 
Chapter American Society of Heating and Ventilat- 
ing Engineers and Western Society of Engineers, in 
the rooms of the latter association, seventeenth floor 
Monadnock Building, Jackson and Dearborn Streets, 
Chicago, Illinois, Monday evening, November 17, 
gig. Mr. Howatt is the newly elected President 
of the Illinois Chapter American Society of Heating 
and Ventilating Engineers. It is in line with his plans 
for closer cooperation of engineering societies that this 
joint meeting is to be held. The subject of coal specifi- 
cations is also to be treated from the point of view 
of the coal operator at next Monday's joint meeting 
by Edward H. Taylor, Engineer for Crerar, Clinch 


and Company, Chicago, Illinois. In his notice sent 


out to the members of his organization Benjamin 
Nelson, Secretary Illinois Chapter American Society 
Heating and Ventilating Engineers, urges them to give 
the speakers full cooperation by a large attendance. 


—* ee 


DESIGN FOR A WARM AIR 
HEATER CASING. 


In the accompanying illustration is shown an orna- 
It has 
Wil- 


mental design for a warm air heater casing. 





been worked out by 





























34,159 ham C. Wolf, Fort Wayne, 
Indiana. He has secured 

f lf \ United States patent rights, 
Vf \\'N under number 54,159, for 
this ornamental design, 

(ay Mil and the patent is granted 

pm ao ‘| | to him for a term of four- 

BS | | | ten years. There are ex 
Wes | |] tremely few warm = ai 

N —= Y heaters which are so built 
as not to permit of a neat 








casing in connection with 
the body of the heater. However, there is always room 
for improvement in the work of man’s hands. [very 
effort along this line deserves encouragement for the 
reason that out of the sum of such efforts advantages 
are sure to come to the trade in general. 
-*- 


WISE FURNACE COMPANY MAKES BIG 
INCREASE IN CAPITAL STOCK. 


In order adequately to meet the requirements of its 
steadily expanding business, the Wise lfurnace Com 
pany, Akron, Ohio, has found it necessary to make a 
substantial increase of its capital stock. Up to the 
present time, the company has been working with a 
comparatively modest capital stock of $150,000.00. It 
has long since outgrown the limitations of this sum 
The actual volume of production and the estimates 
of its continuance require greater financial facilities. 
Consequently, the company’s capital stock has been 
enlarged at $1,000,000.00 

~o- 


IS BUILT FOR GOOD SERVICE. 


The Moncrief Pipeless Warm Au lleater, manu 
factured by the Henry-Miller 


Cleveland, Ohio, has many points of advantage which 


foundry Company, 


make it a desirable product to handle, declare the 
makers. Because it has studied the warm air heating 
problem from many angles, The Henry-Miller Com 


pany offers this product with confidence—successful 
in operation, successful seller, and a satisfaction to 


customers. The Moncrief Pipeless Warm An Heater 


is durable. Its design fits it to heat ethe ently home 
of various construction. A large air space permits the 
heating of a big volume of cold air, and to suppl 
adequate warmth, state the manufacturers Phe « 
ing between the cold air chamber and the warn ait 
chamber has the insulating properties to prevent the 
heat from penetrating into the cold air chamber, thu 


preventing an interrupted circulatior Phe manul 
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turers of the Moncrief Pipeless Warm Air Heater 
state that in a pipeless warm air heater the hot air 
travels much faster than the cold air and must, there- 
fore, have an adequate supply of cold air. The Mon- 
Air Heater, according to the 
For 


crief Pipeless Warm 
producers, meets these exacting requirements. 
further details concerning an agency of this warm air 
heater, dealers should write The Henry-Miller Foun- 
dry Company, Cleveland, Ohio. 


fie 


MAINTAINS HIGH STANDARD. 





Increased production is the cry. Before increased 
production can take place increased facilities for pro- 
duction must be erected. More buildings must be 
built. More buildings are being 
built. The building trades are be- 
ginning to boom. Indications are 
that they will surpass all previous 
records. Dealers should be ready 
to furnish good, reliable material. f 
Sheet 
tractors should, 
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metal con- 


and naturally do, 
exercise care in the 
selection of their 
material. Because 
of high prices there 
is a tendency to 
produce poorer 
products to be sold 
at a margin less 
than the standard 
However, The Ferdinand Dieckmann Com- 
standard make. 
manufactured 


Square Corrugated Style “B’’ Elbow, 
. Made by the Ferdinarfd Dieckmann 
Company, Brighton Station, 
Cincinnati, Ohio. 


makes. 
panys products are of absolute 
“Dieckmann’s” Conductor Elbows are 
under various patents. They are made in all materials, 
angles, sizes and styles. Reliance may be placed on 
them. Special work is a specialty of The Ferdinand 
Dieckmann Company, P. O. Station B, Cleveland, 
Ohio, and inquiries concerning any special work are 


solicited. 
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LACKS NOTHING IN TIN SUPPLIES. 


People do not like to waste their time looking about 
for various parts of something they want. Tinners feel 
the same way about getting material for their work 
They do not want to purchase some one thing here and 
then another in a distant part of the country. This is 
all done away with if you buy from us, says Frederick 
J. Knoedler, 68 North Second Street, Philadelphia, 
Pennsylvania. A stock of everything used by the tin- 
ner is at your command. Not only can this house sup- 
ply the trade with any tool or material required but 
quality is assured. Frederick J. Knoedler lists many 
tools and labor saving devices not to be found else- 
where, and it would be to the advantage of all tinners 
and those allied with the trade to write for a complete 
set of interesting circulars given out by Frederick J. 
Knoedler, manufacturer and dealer in tin plate, sheet 
iron, metals, tinners’ tools, tinners’ supplies, and ma- 
chinery, 68 North Second Street, Philade!phia, Penn- 


sylvania. 


November 15, 1919. 


IS NOT A VERY DILIGENT WORKER. 


The fellow who says, “Shall I do any more work 
is not generally the fellow who has done 
much anyway. In all probability he is the sort of a 
man who never has been in danger of overwork. And 
you can take it for granted that he never will over- 
work himself in counting his fortune. 


today ?”’ 


> 
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MIDLAND CLUB WILL HOLD MEETING 
IN CHICAGO, NOVEMBER 25, 1919. 





Matters of importance to manufacturers of warm 
air heaters will occupy the attention of the Midland 
Club at its meeting in Chicago, Illinois, Tuesday, No- 
vember 25, 1919. Measures for maintaining the ex- 
ceptionally good rate of progress which now char- 
acterizes the industry will be thoroughly discussed. 
industrial readjustments 
The spirit of fel- 


Problems connected with 
will receive careful consideration. 
lowship and helpfulness which prevails among the 
members of the Midland Club is a distinct advantage 
to the trade in general. It makes for betterment 
through cooperation. 


» 
so 


EXPLAINS ARITHMETIC OF THRIFT. 





Making a “pile” has two processes—addition and 
multiplication. 

Saving is addition—a dollar and a dollar and a 
dollar. It comes easier as one goes along, but the in- 
crease is no faster next year than now. 

When you set the dollar to work by safely investing 
it—that is multiplication. Your “pile” grows slowly 
this year, a little faster, still a little faster, then faster 
and faster, till interest. outruns saving. 

Thrift Stamps at 25 cents each help you to add up 
to Savings Stamps which pay interest. 

Saving Stamps do more than add dollar to dollar. 
They begin to multiply. 

You can start dollars multiplying in $5 groups by 
obtaining Savings Stamps—or in $100 or $1,000 
groups by investing in Treasury Savings Certificates 

(tn 


SOLDERING FLUID CONTAINS NO ACID 


The better workman is known by the care he exer- 
cises in even the smallest details of his work. He is 
not satisfied with having ordinary materials in his 
products. He always wants—most often gets—the 
best. Good, standard metal may go into the construc- 
tion of something and good solder may be used. but 
a poor grade of soldering fluid may not give the piece 
of workmanship an opportunity to show its real worth. 
It is a weak link in the chain. An absolutely reliable 
soldering fluid is manufactured by the Alfred Spice 
Process, 68 North Second Street, Philadelphia, Penn- 
sylvania. No acid is contained in the Asp Non-Acid 
Soldering Fluid. They also make paste-salt and liquid. 
Inquiries concerning the above products are solicited 
by the Alfred Spice Process, 68 North Second Street, 


Philadelphia, Pennsylvania. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








DUST SYSTEM. 


sy O. W. Korue. 


We here have a design of system that is more prac 





tical in its design than the one we considered some- 
time ago. the tapping the 
branches in the main line is not as serviceable as if a 


However, manner of 


45 degree tee were used. It is true that the opening 
in main pipe is elongated but still a too abrupt angle 
formed. 


is It is claimed that four square two piece 
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booster pipe into the bottom of cone from the dis- 
charge pipe so that the direct air will help blow the 
Other 
spiral and other contrivances. In such cases too often 


materials into the dust bin. workmen use a 
undue allowances are made for the expansion of ait 
together with the flow of materials and the continued 
progress of both after the air has separated from the 
material in the collector. 

The fan must have free scope merely to draw the 


shavings from the knives of the machines into the 
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Diagram of Dust System. 


elbows are equivalent to a stopper, and hence we see 
the resistance effected. All branch pipes are well pro- 
portioned so that we have a 14 inch inlet for the fan. 
The discharge pipe is made an inch larger in diameter 
so as to take up some of the air pressure and relieve 
a tension of back pressure on the fan. 

One of the great difficulties met with in blow piping 
is that workmen so little understand the workings of 
the fan. Very often the hoods are placed too far down 
over the collector, thereby creating a pressure within 
the collector beyond what passes off in the tubular 
guard and tube outlet. Where dust bins are used, a 
ventilator is placed in the top to relieve the pressure. 
Where this is not done a certain pressure will be kept 
in the dust bin which aids in the resistance of the flow 
of material. To overcome this many workmen tap 


branch pipes, and thence into the main suction and 
exhaust it through the fan and keep it going until the 
forced raft is spent in the dust collector. 

~o- 


MICHIGAN SHEET METAL MEN DECIDE 
ON DATES OF NEXT CONVENTION. 


In order to make it conVenient for the members to 
remain till the last of the sessions and get home in time 
to close up their business the end of the week, the 


\lichigan Sheet \letal Contractors \s 


for 


has de 


SOcTIALIOI 


cided to start next year’s convention one day earlier in 
the week. It will, therefore, begin Tuesday, \larch 2, 
1920, and finish Thursday, March 4, 1920. The plac 
of meeting is Saginaw, Michigan 

The secretary of the Michigan Sheet Metal Con 
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tractors’ Association, fF. E. Ederle of Grand Rapids, 
Michigan, has already had a conference with the mem- 
bers of the Saginaw Local, at which plans for the 
forthcoming convention were thoroughly discussed. 
He says: 

“From present indications it will be the best handled 
affair of any we have ever held, as the entire Saginaw 
Local is determined to make it so. They have a splen- 
did organization and know how to do things.” 


en 
-~oeo 


CELEBRATES COMPLETION OF A NEW 
ADDITION TO ITS FACTORY. 





The new factory addition just completed by the 


Milwaukee Corrugating Company, Milwaukee, Wis- 
consin, was pleasantly dedicated Saturday, November 


8, 1919, by the officers of the Company, employes, and 
their friends with a 
dancing party. About 
two thousand people 
were present, but the 
factory floor space of 
25x240 feet afforded 
for 


plenty of room 


the large gathering. 
An enjoyable _ pro- 
gram of music was 


rendered. The guests 
were given an oppor- 
tunity to go through 
the main factory 
where sheet metal 
building products and 
farm specialties are 
manufactured. Re- 
freshments were pro- 
vided for the big and 


The 





Dancing With a Sheet Metal Man. 


happy crowd from a kitchen on the premises. 
grand march was led by Louis Kuehn, President and 
Treasurer of the Milwaukee Corrugating Company, 
and A. J. Luedke, Secretary and Assistant Treasurer 
of the Company. The Company is proud of its new 
factory which will be devoted largely to the manu- 
facture of ventilators, metal lath, corner and corner 
beads, and metal lumber. The capacity of the Com- 
pany’s factory at Milwaukee will be increased fully 
one-third. The Milwaukee Corrugating Company has 
also let the contract for the building of a new factory 


in Kansas City, Missouri. 





VIKING SHEARS ARE EQUIPPED WITH 
INTERCHANGEABLE BLADES. 


An improvement which is said greatly to enhance 
the usefulness of such a toagl is the device of the Vik- 
ing shears by which its blades are made interchange- 
able. In the con- 
struction of these 
blades nothing but 
the best brands of 
is employed 
Viking 
Equal hardness 





Viking Shears, Made by the Viking Shear Steel 
Company, Erie, Pennsylvania. bv the 


Shear Company, Erie, Pennsylvania. 
and uniform quality are obtained by tempering the 


blades at a steady temperature by a special process. 
Blades of the new style Viking portable bench shears 
are five and one-half inches long and one-fourth inch 
thick and are adjustable and removable. The bolts 
are milled from Bessemer steel. Each bolt has a lock 
washer so that it can not loosen or tighten with the 
pivotal motion of the levers. According to the manu- 
facturers, the Viking shears will cut with ease 3/16 
inch common iron, 12 gage Bessemer steel or 1/4 inch 


brass any width. A descriptive circular will be sent 


upon application to the Viking Shear Company, Frie, 
Pennsylvania. 
EEE 
CONSIDERS AMERICAN ARTISAN TO BE 
INDISPENSABLE. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 
l‘or years | have been a subscriber to your journal. 
| can not get along without it. The first of November 
| opened a sheet metal shop in this city of Casselton, 
North Dakota, and | should like to obtain catalogues 
and price lists of sheet metal supplies from jobbers and 
manufacturers. 
t. F, 
North Dakota, November 11, 
saliitiaiin 


EMPLOYS SKILLED CRAFTSMEN. 


KOHLER. 


Casselton, IQ19. 


Special machines and the best metal attainable are 
used in the production of Art Metal ceilings, states the 
Friedley-Voshardt Company, 733 South Halsted 
Street, Chicago, Illinois. The ceiling plate illustrated 
herewith is one of a large number of designs produced 
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Art Metal Ceiling Design, Made by the Friedley-Voshardt Com- 


pany, Chicago, Illinois. 
by this company. The smallest details are clearly 
brought out. Plates are all perfect fittings. The 


Friedley-Voshardt Company employs skilled modelers 
and plates can be made in accordance with specifica- 
tions of architects. Nails, wood brackets for cornices, 
stamped galvanized miters for cornices are furnished 
with ceilings. Together with the Art Metal ceilings 
illustrated herewith, the Fried!ey-Voshardt Company, 
733 South Halsted Street, Chicago, Illinois, manufac 
tures an extensive line of sheet metal goods. A Jettef 
to them will receive immediate attention. 
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PATTERN FOR DRUM ELBOW. draw lines intersecting oval. Next, draw stretchout 
————_— line from collar pattern upon which place four times 
By G. L. Gray. the number of equal spaces as shown in 4% plan. Draw 


The drum elbow is commonly used both on warm indefinite lines from all points on stretchout line. 
Frequently you will find that Place T-square parallel with stretchout line. Draw 
lines from all points in oval A to F intersecting lines 
of corresponding numbers in stretchout. A line drawn 


air heaters and ranges. 
the smoke collar on a warm air heater is so close to 
the wall that there is not room for an ordinary elbow ; 
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Pattern for Drum Elbow. 


then, the drum elbow will do the work as it need not through the intersecting points will give pattern of 


take any more room than the diameter of the round collar. 
smoke pipe. 

The front and side views are not necessary when 
laying out a drum elbow. First, lay out the end view, advertising do not hesitate to chang 
as here shown, and draw % plan of the round collar _ practice. Advertisements that are defective are waste- 
intersecting oval, and space same into a convenient ful. Traditions are not a factor in business. Anti- 
number of equal parts. From each point in 4 plan «uated methods should be discarded. 


“*- 


When you find a disadvantage in your method of 
e because of long 
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OPERATES AT A VERY LOW COST. 


of the Buzzer Automatic Blast 
Soldering Furnace, illustrated herewith, manufac- 
tured by Charles A. Hones, Incorporated, Brook- 
lyn, New York, is simple, insuring efficient operation. 
The manu- 
facturer 
that 
this product 


The construction 


de- 


clares 


will last a 
lifetime, due 
to the tested 
grade of ma- 
terials used 
in its manu- 
facture. This 
furnace con- 





Buzzer Automatic Gas Soldering Furnace, Made SUINeS ON ly 
by Charles A. Hones, Incorporated, : 7 i 

Brooklyn, New York. 12 cubic feet 

adapted 


of gas per hour per burner. 
for annealing, melting metal, etc. 
placed under tinning baths, or to meet the varied re- 


It is particularly 
Burners can be 
quirements on the job, can be placed in any position 
desired. The dimensions are four and one-half inches 
wide, seven inches deep; weight, 15 pounds. Solder- 
ing irons and pot can be heated at the same time. The 
abrasive rest installed in these furnaces, declares the 
maker, protects the points of the soldering irons and 
keeps them clean. It also retains the heat. Further 
valuable information can be obtained by communicat- 
ing direct with Charles A. Hones, Incorporated, 93 
Noble Street, Brooklyn, New York. 


d----—___—— 


PRODUCES EXTENSIVE VARIETY OF 
PERFORATED METALS. 





Perforated metals of every description are pro- 
duced by The Harrington and King Perforating Com- 


, 


Assortment of Goods Made by The Harri-a’*rn ard King Per- 
forating Company, 610 North Union Stre-t, Chicago, Illinois. 





le one 


pany, 610 North Union Street, Chicago, Illinois. Illus- 
trated herewith is an assortment of their products. 
Among other things, they manufacture perforated 
sheets in copper, brass, bronze, zinc, etc.; screens, 
plates and sheets for sorting of all kinds; grilles and 
ornamental screens; in fact, anything in perforated 
metal. Sheet metal contractors would be availing 
themselves of an advantage if they send for catalogue, 
prices, etc., of The Harrington and King Perforating 
Company, 610 North Union Street, Chicago, Illinois. 


GETS RESULTS FROM ADVERTISEMENT 
IN AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND HARDWARE REcorD: 
Kindly discontinue my advertisement for tinsmith’s 

The results were very satisfactory. I secured 

I had no idea that I would re- 


tools. 
all the tools I need. 
ceive so Many prompt answers to my inquiry. 
Ropert PuGcu 
Jamestown, North Dakota, November 10, 1919 
seiner init 
VETERAN TINSMITH GETS MUCH AID 
FROM AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND HARDWARE REcorD: 

| am an old-time tinner, 68 years of age, and work 
every day at heavy job work. I learn something of 
practical value from every issue of your journal. In 
fact, | get so much aid from it for my daily work that 
Yours truly, 
J. W. VANDERPOOL. 


Benton Harbor, Michigan, November 11, 1919. 


| can not get along without it. 


~~ a 


NOTES AND QUERIES. 








Gem Fire-Pot. 
Irom George C. Fleissner, care of Miller Enwright Company, 
Sacramento, California. 
Will you kindly favor me with the address of the 
manufacturer of the Gem Fire-Pot ? 
3urgess Soldering Furnace Company, De- 





Ans. : 
partment A, Columbus, Ohio. 
Hercules Hot Water Heaters. 
From J. A. Battin Stove Supply Company, 1641-43 Lawrence 
Street, Denver, Colorado. 

Can you advise us where we can secure repairs for 
the Hercules Hot Water Heaters manufactured by the 
American Heating Company ? 

Ans.: The American Heating Company are out 
of business, but you can secure from the 
Northwestern Stove Repair Company, 654 West 
Roosevelt Road, Chicago, Illinois. 

Quicker Yet Washing Machine. 
rom E. M. Strasburg, Deanville, Wisconsin, P. O. Marshall, 
Wisconsin. 
Can you let me know where the Quicker Yet Wash- 


repairs 





ing Machine is made? 


Ans.: The Globe Manufacturing Company, Perry, 
Towa. 
Fire-Piaces for Window Display. 
From Hartwell Hardware Company, Incorporated, Irene, 


South Dakota. 

Can you inform us whether there is a company 
that makes fire-places for window display made of 
paper, ruled, and colored to imitate bricks ? 

Ans.: The Schack Artificial Flower Company. 1739 
Milwaukee Avenue, Chicago, Illinois. 

Cast Iron Conductor Connection and Boot. 
From John F. Cartwright, 326 Main Street, Bowling Green, 
Kentucky. 

Please advise me from whom I can obtain square 
corrugated 6/4 connection 
and boot. ' 

Ans.: The Berger Brothers Company, 229-23! 
Arch Street, Philadelphia, Pennsylvania. 

ab dnaeseenaaneiliiipiiaatqmnienad 

The Columbia Tinware Company, Brooklyn. New 

York, has been incorporated with $20,000 capital. 


cast iron conductor 
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NEW PATENTS. 
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1,221,027. 





Ash-Sifter. 
J. Filed Jan. 18, 1917. 


1.520.418. 


Kazimier Buezynski and 
Filed Apr. 16, 1919. 


1,320,444. Combination-Lock. 
Bronislaw Szoka, Grand Rapids, Mich. 
1,320,488. 


Omaha, Nebr. 


Angle Screw-Driver. Peter 
Filed Apr. 16, 1919. 
Rotary-Drill Pipe and connecting means there- 
for. Andrew Smith, San Mateo, Calif., assignor to Smith 
Metal Perforating Company, San Mateo, Calif. Filed Feb. 
5, 1916. 

1,320,513. Sottle-Washer Brush. Charles K. 
ing, Brooklyn, N. Y. Filed Nov. 26, 1917. 
320,547. Pliers. Edward F. Happensack, Cincinnati, 
Ohio, assignor to The O. P. Schriver Company, Cincinnati, 
Filed May 23, 1919. 


Jesse C. Lear, Indianapolis, Ind. 


] a2 aa 3. 


Volcken- 


Ohio, a corporation of Ohio. 


—" 


320,560. D-Handle. 
Filed May 28, 1919. 
1,320,570, 


Chicago, III. 


Artificial Fishing-Bait. James W. Reynolds, 


Filed Aug. 31, 1918. 


1320578. Firearm. Arthur John Savage, San Diego, 
Calif. Filed May 6, 1915. 
1,320,603. Egg-Beater. Frank R. Collins, Hunter, N. D. 


Filed Sept. 26, 1917. 
Screw- Machine. 


Automatic Multiple-Spindle 
\lfred E. Drissner, Frederick P. Glosh, Edwin C. Henn, Os- 
car A. Smith, and Robert Stern, Cleveland, Ohio, assignors 


320,609, 


to The National-Acme Company, Cleveland, Ohio, a corpora- 
tion of Ohio. Filed Jan. 22, 1917. 


1.320.622. Expansion-Anchor. Joseph Kennedy, New 
York, N. Y., assignor to J. Edward Ogden, Mountainville, 
N.Y. Filed June 16, 1917. 


1,320,668. Wrench, Shifting-Spanner, Pipe-Tongs and 
the like. Johan Emil Askman, Nyhem, Halmstad, Sweden, 
assignor to Aktiebolaget Malcus Holmquist, Halmstad, Swe 
Filed Oct. 12. 1918 
Coal and Gas Grate. 
Filed June 5, 1919. 


} . ° - . 

cen, a Corporation of Sweden. 
1.320.761. Combined 

Jackson, Newark, N. 7, 


Harry A. 





1.321,055. 


Lewis B. Shader, Union Hill, N. 


Niewiarowski, 
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Williamstown, 


Mavhew, 


L 320,777 Tool. Joseph ie 
Mass. Filed June 2, 1919. 


L320,.868. Punch. John S. Keller, Ileminton, Pa., as- 


signor of one-half to George H. Barrett, Flemington, Pa 
Filed July 16, 191%. 
1,320,905.  Percolator 


Pa. Filed May 10, 1919. 


La2zo,o1g, 


Eugene H. Osborne, Scranton, 


Combination-Lock. Wau Dell Reynolds, 


Greenville, S.C. Filed Mar. 11, 1918. 


1,320,955. Gate-Latch. Benjamin F. Wright, Fort 
Branch, Ind. Filed Mar. 29, 1919. 

1,320,985. Drill-Point. Vrank C. Brightman, New Bed- 
ford, Mass. Tiled June 7, 191%. 

1321,007. Bit. George P. Butler, Lebanon, N. Hl. liled 
June 17, 1916. 

1,321,027. Smoke-Hood. Adam W. Gerlach, [ndianap- 
olis, Ind. Filed Aug. 23, 1918, 

1.321.055. Trowel. Warry T. Kingsbury, Keene, N. 1 
Filed March 2, 1915. 

—— ei ™ 


OPPORTUNITIES HARD TO SEE. 


They exist. At 


not Le ing 


Opportunities are material things. 
first they assume a vague form, and ther 


any microscopic mechanism invented yet that can 


magnify their forms, a keen perception is needed to 
see them. To those with a keen insight, there are 
abundant opportunities. Whereas, to those with a 
dull perception they can not be seen until they have 
become full grown and are the property of someone 
else. The faculty for observing opportunities can b 
cultivated. It requires strict attention to business 
initiative and patience. 
ote 
\dvertising is the science of being behevec 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








PRODUCTION OF STEEL IS RAPIDLY 
APPROACHING NORMAL RATE. 


Taking the industry as a whole, steel mills are 
making steady progress, and at the present time oper- 
ations are running at a better rate than was the case 
during October, the first whole month of the strike. 
At the end of the month operations were running about 
59 or 60 per cent of normal, whereas at the present 
time it is estimated that operations are running at the 
rate of 65 per cent. 

The leading interest has suspended the export of 
lighter steel products and a similar policy has been 
adopted by the leading independents. Of course, this 
is done at times even when conditions are normal, and 
stee] producers claim that there is nothing out of the 
Way in cessation of export operations at the pres 
ent time. 

However, the domestic consumption is so far ahead 
of the total production at the present time that the 
mills are forced to handle only home demand and 
let the foreign markets go for a while. 

The steel consuming trades were just beginning to 
look forward to replenishing supplies which had been 
exhausted for four years or more. The country needs 
steel products of all kinds to make up for the cessation 
of building and structural operations during the war 
period when it was impossib’e to get steel for any- 
thing, but war needs. The automobile industry needs 
steel badly, structural orders are being held up for oil, 
for fuel and other purposes and operators in the oil 
fields need immense quantities of steel pipe and other 
descriptions. 

The early return of the railroads to private owner- 
ship must mean an early revival of railroad buying; 
a majority of the roads need rails, cars, equipment 
and all varieties of steel products, as the Government 
was not buying in anything like normal ratio to current 
needs. With the probability that the Government 
guarantee will extend for some time after the return 
of the roads, the steel industry is looking toward the 
roads for heavy buying and with all of the domestic 
demand to be taken care of, it is hard to see where the 
foreign buyers will receive any consideration for some 
time to come. 

An optimistic outlook for the near future was ex- 
pressed by a representative of the independent steel 
interests. “We expect,” he said, “that by the first of 
the year the labor will have awakened to the serious- 
ness of the situation and to the need of production. 
They have been following false gods too long, and a 
reaction must come.” 

STEEL. 


According to reports current in the trade, the 


American Locomotive Company has accepted an order 
calling for 15 large switching 
engines for the St. Louis Terminal Association. This 


102-ton six-wheel 
order is important as marking the revival of railroad 
Luying, this being the first order placed for locomo- 
tives by an American railroad since the roads were 
taken over by the Government. It is also worthy of 
note that these engines will be the largest ever built 
for switching purposes. 

The steel trade is making all preparations to handle 
the largest volume of orders ever received, as it is 
figured that railroad buying will surpass all previous 
records once labor troubles in the steel trade and possi- 
ble disturbances among the railroad workers are 
straightened out. 

The domestic commercial demand has also accumu- 
lated to an abnormal degree. Building operations are 
three or four years behind the normal rate, structural 
work which went by the board as non-essential during 
The 
needs of the export trade are great, but are receiving 


the war is now coming in for consideration. 


scant attention, as the mills are unable to cope with 
the home demand. 


COPPER. 

The latest report of the United States Bureau of 
Mines declares that there are many influences at work 
at the present that are affecting the copper producers 
in the United States, both directly and indirectly, and 
which they are endeavoring to surmount. The in- 
dustry’s own labor troubles, the effect of the steel and 
coal strikes, the vicissitudes of other metal markets. 
and the outlook for copper itself all bear upon the 
situation. The large unsold stock of copper in the 
United States, estimated in some quarters at half a 
million tons, represents a reserve accumulation that 
can be marketed if necessary. During its recent ses 
sion held a few weeks ago, the International Trace 
Conference echoed the impression felt in this country 
that the European nations are in need of large quanti- 
ties of copper. 

It is reasonable to suppose that producers prefer 
to continue at their present output rather than increase 
the cost of their copper by turning out a sma‘ler 
amount of metal each month. Until the market im- 
proves, little increase in production is to be looked for. 

A decline of one cent per pound has occurred in 
the Chicago market for copper sheet, making the pres- 
ent quotation 3114 cents per pound. 

TIN. 

As a consequence of the ending of the longshore- 
men’s strike in New York City, there is a slightly easier 
tone in the market for tin, but the situation stil! is 
comparatively firm, for it will take time before tin 
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stored on the piers will enter more freely into con- 
sumptive channels. Spot Straits still is quoted at 
5534 
Tin from docks, 


54% cents, while 99 per cent tin commands 
cents for delivery from warehouses. 
with no guarantee for delivery, is quoted at 53% cents. 

The arrivals last month were unusually heavy, more 
than 8,000 tons, but tin afloat to this country is given 
as only 2,570 tons, so arrivals this month will show a 


material decrease. This will tend to hold prices firm. 


LEAD. 

The St. Louis lead market is quiet, but firm, with 
conditions generally favoring the sellers. On account 
of the uncertainty in regard to the industrial situation, 
buyers are cautious about taking hold, and the pur- 
chases are mainly for immediate requirements, and of 
lots in favorable positions. Producers are mainly 
concerned about taking care of their old customers, 
and are offering very little lead outside of their re- 
quirements. The foreign situation continues strong, 
and indirectly has a strengthening effect on the domes- 
tic market. Lead ore prices are well sustained and 
the output is about normal. 

In the Chicago market American pig lead has ad- 
vanced in price from $7.15 to $7.45 per hundred 
pounds, and bar lead from $7.65 to $7.95 per hundred 
pounds. 


SOLDER. 

The quotations ruling the Chicago market for solder 
are as follows: Warranted, 50-50, per pound, 34.75 
cents; Commercial, 45-55, per pound, 31.75 cents; 
Plumbers’ per pound, 28.65 cents. 


ZINC. 

The zinc market is firmer with offerings light for 
everything except prompt shipments. There is a good 
export inquiry, and the foreign situation is strong. 
Domestic buyers are discouraged by the steel and coal 
strikes, and the generally threatening aspect of the 
industrial situation, and they have not entered the 
market to any extent. At the same time, producers are 
cautious about committing themselves too far ahead, 
for the same reasons. The zinc ore market is strong, 
and in fact the situation generally is strong. 

A slight increase, namely, of 4 cent per pound, has 
taken place in the Chicago price of zinc in slabs, the 
present price having advanced from 8% cents to 83% 
cents per pound. 


TIN PLATES. 

Practically all makers of tin plate are booked on 
production for the rest of the present quarter. The 
carrying over of 1919 tonnage into 1920 will be heavy 
in all probability. Mill operations are on the increase 
and demands are urgent for delivery over the re- 
mainder of the current quarter and the first quarter 
of 1920. | 

In the Chicago market, first quality bright tin plates, 
IC, 14x20, are quoted at $13.20 per box of 112 sheets 
and other gages and sizes at corresponding figures. 
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SHEETS. 

The ending of the coal strike and the virtual failure 
of the steel strike have a favorable effect upon the 
sheet industry. Demand is brisk and promises to 
continue so well into next year. There is a very seri- 
ous shortage of sheets of all descriptions, and espe- 
cially of galvanized sheets. In consequence of the 
disproportion between supply and demand, prices of 
sheets are advancing. Every indication points to a 
much higher level of prices for sheets during the re- 
mainder of this year as well as in the first quarter of 
next year. 


OLD METALS. 
Wholesale quotations in the Chicago district which 


Old steel 
old iron axles, $28.50 to 


may be considered nominal are as follows: 
axles, $26.00 to $27.00; 
$29.50; steel springs, $20.50 to $21.50; No. 1 wrought 
iron, $19.00 to $20.00; No. 1 cast, $24.00 to $25.00, all 
net tons. Prices for non-ferrous metals are as follows, 
Light copper, 14% cents; light brass, 8 
cast aluminum, 24 


per pound: 
cents; lead, 5 cents; zinc, 5 cents; 


cents. 


PIG IRON. 

Demand for pig iron is insistent in the Eastern dis- 
tricts and the effect of the scarcity of iron for nearby 
delivery is putting up prices steadily. [Eastern Penn- 
sylvania No. 2X is holding now at $33 @ $34 and 
No. 2 plain has been sold at $32, furnace. Buffalo 
iron ‘s selling at $32.25, furnace, for No. 2X for No- 
vember to December delivery. 

There is little disposition to sell for next year and 
Mal- 


leable iron is exceedingly difficult to get; one [astern 


this is being done only in exceptional instances. 


consumer bought a round tonnage at $32.25, Ohio 
furnace, plus $5.10 freight. Some iron was sold in 
New York State at the same Ohio furnace price 
According to the weekly market report of Rogers, 
Brown and Company, Cincinnati, Ohio, the past week 
has been full of activity, with sales in good volume 
and eagerness on the part of the buyers to locate their 
favorite analyses. Pig iron available from stocks and 
from current make of furnaces is fast reaching the 
vanishing point. Buyers have been taking practically 
all of the iron that 
servative to say that prices on foundry and malleable 


has been offered and it is con- 
iron this week are from two to three dollars per ton 
higher than could be secured a week ago: on basic 
there is even a larger increase in price. Of the latter 
grade some large sales have been consummated, and 
these may be the forerunner of a large buying move- 
ment. 

Interest in pig iron for 1920 shipment ts in evidence, 
but not to the extent that it would be if restrictions in 
competition, due to strike conditions at furnaces, were 
removed. Should these conditions change, consider- 
able activity would doubtless be the case. There is 
very little iron to be had for this year’s shipment, in 
consequence of the idleness of a number of furnaces 
Virtually every furnace is behind in deliveries and 


hence not much relief is in sight. 
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Current Hardware and Metal Prices. 
AMERICAN ARTISAN AND HARDWARE RECORD is the only 


publication containing Western Hardware and Metal prices corrected weekly. 


_— 





METALS. 

PIG IRON. 
 cimeaninin bat ° $25 50 
Northern Fdy., No. 2... 26 75 
Southern Fdy., No. 2... 30 00 
Lake » C sane 44 45 


FIRST QUALITY BRIGHT 
TIN PLATES. 


14x20..... 112 sheets a3 20 
34220... cosccccccees 

94220... ccccccevcess ie $0 
§4RDD. . ccccccccccces 17 50 
$4220... cccccccccece 18 70 
2OR2B.. co scccccvecs 26 40 
20K2B.....cccccccoes 29 25 
20R28 2c ccccccccces 32 60 
20K28.. cs cccscccces 35 00 
20E2B.. cccccccccces 37 40 





COKE PLATES. 


Cokes, 180 Ibs...... 20x28 $16 00 
Cokes, 200 lbs...... 20x28 16 20 
Cokes, 214 Ibs....... IC 20x28 16 60 
Cokes, 270 lbs. ..... IX 20x28 18 50 


BLUE ANNEALED SHEETS. 


Th Deécqcewnemke per 100 Ibs. $4 85 
i eer per 100lbs. 4 90 
Se : per 100 lbs. 4 95 
Sees per 100 lbs. 5 05 


ONE PASS COLD ROLLED BLACK. 


ane per 100 Ibs, $5 70 
Bees BPWOcccccesses per 100 lbs. 75 
Py 1he6ee6e0ee4ee per 100 lbs. 3 80 
IE@s Se ccccccccceces per 100lbs. 5 85 
No. 28.....s00++++-per 100 lbs. 5 90 
No. 29....+++0++--per 100 Ibs. 5 95 
GALVANIZED. 
No. 16......+0ee++.-per 100! bs. $6 50 
No. 18-20..........per 100lbs. 6 65 
No. 22-24.......+.+-per 100Ibs. 6 80 
No. 26......+++++--per 10UIbs. 6 95 
No. 27.....+eee+++-per 100i bs. 7 10 
No. 28....eeeeee++-per 100 lbs, 7 25 
No. 30......+++++--per 100 lbs. 7 75 


WELLSVILLE POLISHED STEEL. 


No, 18-20... 
OS ae 
No. 26.... 


eeeees- per 100 lbs. $7 10 
-per 100lbs, 7 20 
-per 100lbs. 7 30 
7 40 
7 50 


KEYSTONE HAMMERED 
POLISHED STEEL. 


28-26 ....eee0e++.-per 100 lbs. $9 85 
24-22 wo cececeeees- per 100'bs, 9 35 
BAR SOLDER. 
Warranted, 50-50.......perlb. 34.75c 
Commercial, 45-55...... { 31.75c 
TIE eS 28.65c 
ZINC, 


{no GE. co ccdondnceccceccoesoes ht 


SHEET ZINC, 


Ie a 13c 
Less than cask lots....... 13} to 13.6 


COPPER. 
Copper Sheet, base.......s.000..3 lhe 





Shells, Loaded, Peters. 


LEAD. 
OIE Fe nc cena ncsaksoes $7 45 
pPecereoeneesvecenesoeces 7 95 
| Sheet. 
Pull coils........ per 100 Ibs. $9 50 
Cut coils........ per 100 lbs. 9 75 
TIN. 

Dl: cintebedeswendisdoosoawas 60c 
Pe btctntudcnadsnonetonas eee 6le 
HARDWARE 
ADZES. 

Carpenters’. 
Gti cena teknkeasnmee Net 
Coopers’. 
Rs tintin nek bagen weal Net 
Dinneeszesstnebetnanesse Net 
Railroad. 
Peséccawevsecanissececed Net 
AMMUNITION. 
Peters Cartridges. 
Semi-Smokeless........ Less 10-74% 
ND ccvccccecaes Less 10-74% 


Loaded with Black Powder. Less 15% 
Loaded with Smokeless woreN. 


Less 15% 


medium grades......... 
Loaded with Senatidinas woven. 
PE cccdeses eens Less 15% 
Winchester. 


Smokeless Repeater Grade. Less 15% 


Smokeless Leader Grade. . 
Black Powder 


U.M.C. 


ee ey 


Gun Wads—per 1000, 


Winchester 7-8 gauge.. 
9-10 ; auge.. 
11-28 gauge.. 


“ 


Powder. 
DuPont's Sporting, kegs .... 
™ 9s 4 kegs.... 
DuPont's Canisters, I-lb...... 
** Smokeless, drums.... 
i a 
}-kegs.. . 
canisters.. 
L. & pe Orange, Extra Sporting 


o oo 


L. & R. Orange, Extra Sporting 
1 lb. canisters. 
L. & R. Orange. Extra Geerting 
4 lb. canisters 
L. & R. Orange, Extra Sporting 
4-lb. canisters... . 
Hercules“E.C " and “Infallible’”’ 
50 can drums 
Hercules ‘‘E. C.,"" kegs......... 
Hercules ‘‘E. C.,"’ $-kegs....... 
emeeeer * “Infallible, ” 25 can 
Hercules “Infallible,” 10 can 
EEE EES 
ITercules “E. C.,’" 4-kegs 
Hercules ‘‘t C " and“Infallible’’ 
cauisters. 
Ilercules W A. .30 Cal. Rifle, 
ee ieee 
Ilercules T.ightning Rifle, 
— Ore 
IIercules Shar-shooter Rifle, 
Oe SR ee 
Hercules Unique Rifle, canisters 
Hercules Bullseye Revolver, 
PO cicheaeseten ce 


ANVILS. 


Trenton, 70 to 80 lbs 
Trenton, 81 to 1501bs 


ASBESTOS. 


eet eee 


seen 


E 


43 
22 
11 


22 


Less 15% 
Less 15% 


: 10&74% 


ach 


50 


25 


00 


75 


25 


25 
50 


oc 


9%c per Ib. 
9ic per lb. 


Board and Paper, upto 1/16” 17c per lb. 


hicker 


18c per lb. 


Broad. 
Plumbs, West, Pat....... 
* Firenen’s (handled), 
‘iekeoumta per doz. 21 00 


Single Bitted (without hand!es). 





Prices 
Warren Silver Steel. . on application 
Warren Blue Finished. » 
Matchless Red Pole.........$11 50 
Double Bitted (without handles). 

Warren's Natl. Blue, 33 to 44 

| Se Prices on application 
The above prices on axes of 3 to 4 lbs, 

are the base prices. 

BAGS, PAPER NAIL, 
Pounds..... 10 16 20 25 
Per 1,000....85 00 650 750 900 

BALANCES, SPRING. 
PRRs ccccceseecosséce cocececseen 

BARS, CROW. 
Pincn or Wedge Point, percwt....$8 5C 
BASKETS, 
Clothes. 
Small Willow........ per doz. 15 OC 
Medium Willow...... “ 17 0 
Large Willow....... ° “ 20 0 
Galoanized Steel. $ bu. 1 bu. 14 bu. 
Per doz...... $11 50 $17 00 $22 O 
AUGERS 
Boring 3 eee eee 60% 
| EE eee 25% 
eT ee ean "50% 
Hollow. 
Bonney’s.......... doz. 30 00 
Stearns, No. 0..... - 43 25 
= SS eee - 43 25 
se SS ” 43 25 
- i Me vwie< Me 42 00 
- SS a 7 10 50 
- No. 30. ne 45 00 
= No. 33.. is 45 00 
- No. 44.. = 17 00 
= No. 50.. - 48 00 
- No. 55.. i 45 00 
es No. 60.. = 42 00 
Post Hole. 
Iwan's Post Hole and Well..... 25% 
Vaughan’s, 4 to 9-in.. .per doz.$13 
Ship. 
Ford's, with or without screw, Net list 
AWLS. 
Brad. 
No. 3 Handled....... t doz. 65 
No. 1050 Handled... ” 08 * 40 
Shouldered, assorted 1 to 4, 
iin wintae me aetna per gro. 4 00 
Patent asst’d, 1 to 4.. ° 85 
Harness. 
ee pes 1 0S 
Gs tes canines ” 1 00 
Peg. 
Shouldered.......... ° 1 60 
Patented...... sconces 75 
Scratch. 
No. IS, socket hand’ld. per doz. 2 50 
No. 344 Goodell-Pratt, 
i ree 35-40% 
No. 7 Stanley = 2 25 
AXES. 
Boys® Handled 
eee ° 12 50 





BEATERS, 

Carpet. Per doz. 
No. 7 Tinned S Wire. 110 
No. 8 Spring ny a hg 50 
SP PEs « nesdseenes coe 8 9S 

Egg. Per doz. 
No. 50 Imp. Dover incu $110 
No. 102 “ fan poe 2 3S 
No. 150 “ 7 Sens 2 
No. 10 Heavy hotel tinned... 2 10 
No. 13 $3 
No. 15 ” = - «- 3 60 
nm Bw * = = «- 450 

Hand. 

8 9 10 12 
Per doz.$11 50 13 00 1475 18 00 
Moulders’. 
es céacaxaceume Per doz. 20 00 
BELLS. 
Call. 
3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 50 

Cow. 

BARE... cccccccceseosesses 30% 

Door. Per doz 
New Departure Automatic...$ 7 50 

Rotary. 

3 -in. Old Copper Bell ...... 6 00 
: -in. Old Copper Bell, any. 8 00 

-in. Nickeled Steel Bell. 6 00 
34am Nickeled Steel Bell. 6 50 

Hand. 

Hand Bells, polished. ......... 15% 
ge aaa aide 158% 
PE PRs dovceseseaseuen 109 

a nn ee eine ae ial 15% 
GE, ccccennaesuanes 10% 

Miscellaneous. 

Church and School, steel ameys.. .30% 

Farm, lbs. 40 50 100 

Bie <annden . $3 00 375 5! 30 7 25 


BEVELS, TEE. 
Steaiay’s rosewood handle, on. 


thee eeRbeesaen ete 
Stanksy’ ee aa Nete 
BINDING CLOTH. 
Ee err ee ere 55% 
Did trkccnssete<ééndseousenee 40% 
8 ey er cceeMO% 
BITS. 
Auger. 
— ee 3 
io rr List pias 5% 
I i a sl ot ei 
ih cnc acai edeaa abe 35% 
Russell Jennings.............- 159 57 
Clark’s Expansive......... cose 70 
Steer’s ‘ ** Small list, $22 00..... 5% 
a $26 00.....5% 
"| Se eeeeter 35% 
Ford’s ‘Ship Auger pattern 
ts sGankeedcandaul List plus 5% 
PS 6cddeenewes saweseeucocns 10% 
00 | Countersink. 
No. 18 Wheeler’s ....per doz. $2 25 
No. 20 - 3 00 
American Snailhead.. ps 1 75 
Rose o 2 00 
- ae s = 1 40 
Mahew’s Flat..... . & 1 60 
pos S «See + po l 90 
Dowel. 
Russell Jennings. ....++0+++++15% 
Gimlet, 
Standard Double Cut. 
Doz. $1 joe 60 
Reamer. 
Standard Square........Doz. 2 50 
American Octagon... “% 250 
Screw Driver. 
No. 1 Common..... . + 1 40 
No. 26 Stanley..... e 175 





